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They’re 
Building 
More 


Garages 














The building boom has extended to garages, and one needs 
only the conviction of his eyes to prove it. 


Wherever a new dwelling is erected nowadays the owner 
very frequently provides for a garage, if not to house his 
own machine to rent out to the neighbors at profit. 









There’s a big existing market for the sale of all types of 
garage hardware, and substantial profits await all who go 
after it in earnest. 






In the NATIONAL Line you'll find five compact garage 
door sets with which you can meet the demands of any 
buyer. All are packed complete, ready for attachment. 


and represent time-tested hardware that will measure up 
to the most exacting service. 












The set illustrated is our No. 805, a popular three door set 
of the hanger and rail equipment type, that because of its Pa 

: Se: : This is the type of hanger 
style, quality and reasonable price has proven a big seller. et ix week Ge eeneeeiien 


Catalog showing complete line will be sent upon request. with this set. It is made en- 
tirely of heavy gauge steel, 
well equal to any strain that 
may be imposed upon it, and 
always ready to function be- 


and rememb Yr cause equipped with roller 
e _bearings that revolve in a 
bath of oil. 
WE SUPPLY YOU DIRECT—WHICH MEANS YOU BUY 
AT A SAVING AND SELL AT INCREASED PROFIT 


NATIONAL MANUFACTURING CO. 
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EDITORIAL 


High Prices and Prosperity 


HE view has been put forth that the coal 
and railroad strikes have not been an un- 
mixed evil because they have prolonged the cur- 
rent buying movement in the iron, steel, and 
hardware markets and have caused prices to ad- 
vance much further than otherwise would have 
been possible. It has been argued also, in the 
same connection, that an acute car shortage, such 
as seems to be in prospect now because of the 
release of dammed-up coal traffic at a time when 
the fall grain movement is getting under way, 
will tend further to extend the duration of the 
present sellers’ market by limiting both produc- 
tion and shipments. 
If such thinking is sound, crippled transpor- 
tation and interrupted coal output should be re- 
garded as economic benefits, and another strike 
in the bituminous fields, which appears to be in- 
evitable next year, should be welcomed. Thought- 
ful men, however, put quite a different interpre- 
tation on the present trend of iron and steel 
prices. This is true of sellers as well as of buy- 
ers. After listening recently to a prediction that 
pig iron would reach $50 on the present advance, 
a prominent pig iron broker replied that such a 
market would be nothing short of a calamity. 
And why? 

Advances in prices are not undesirable in 
themselves. Under certain conditions they 
would be welcomed. The broker was not moved 
by predilection for the bear side of the market 
but rather by a fear lest the economic situation, 
already out of adjustment, become more unbal- 
anced. Trade, after all, is an exchange of com- 
modities. If prices of some products remain 
nearly stationary while those of others advance 
sharply, it is obvious that the ability and willing- 
ness of the producers of the first group of com- 
modities to buy those of the second group will be 
reduced. 

Farm products have risen little above the pre- 
war level and yet because of the coal strike and 
the railroad shopmen’s strike, coal and iron and 
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steel, basic materials have advanced markedly, 
forcing up the prices of many things which the 
farmer consumes. The farmer buyers’ strike 
which followed the precipitous decline in agricul- 
tural products had begun to die out this year 
with the sharp deflation in the prices of manu- 
factures. That it may break out again is the 
fear some observers of business tendencies have 
not hesitated to express, and it is undeniably a 
cloud on the horizon. 





A Subject for Congratulation 


AKE thirty minutes of your time, figure its 

value on the highest productive basis, then 

use it in an analysis of your job. It will be one 

of the best investments you as a merchant have 
ever made. : 

Every once in a while we face such an accumu- 
lation of noes and other deterrents, that we are 
prone to decide that we are all wrong, and to 
blame our parents for withholding the silver 
spoon at birth. That is how we gather the barn- 
acles which show up our business ship. 

You are in the most prosperous country in the 
world, which is good. You are in a location of 
your own choosing, which is also good. Finally 
you are in a clean, profitable and honorable 
business. Your opportunity is limited only by 
yourself. You may mentally compare your busi- 
ness to a thread mill, but remember that it is 
furnishing motive power for a great economic 
force. Your work is constructive and positive. 
You are helping to expand trade, build factories 
and furnish employment and happiness to thou- 
sands. Incidentally, you are putting a little ex- 
tra flutter of pride in the Star Spangled Banner. 
You are a subject for congratulation, not com- 
miseration. 

Get a new grip on your courage; banish fear 
and worry. Stir up self confidence that will 
breed confidence in others. Then and then only 
will come that wonderful thing which we call 
success. 
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Hardware Manufacturers and Jobbers to Take 


Up Elimination of Excess Varieties 


WM. A. DURGIN TO PRESENT FACTS 
AT ATLANTIC CITY CONVENTIONS 


National Retail Hardware Ass’n 
Favors Movement for 
Trade Economy 


At Atlantic City, N. J., next week, 
members of the National Hardware As- 
sociation of the United States and of 
the American Hardware Manufacturers 
Association will be asked to consider 
a question which may, in a constructive 
way, revolutionize the entire hardware 
industry. If manufacturers and job- 
bers agree to consider the proposition 
that, production can be increased and 
costs lowered, without reducing wages, 
by eliminating excess varieties and 
types of manufactured articles, and 
finally decide to take definite action by 
eliminating superfluous items, many 
authorities believe, that an important 
forward step will be taken, which will 
make the hardware business more 
profitable in all of its branches. 

According to the convention program 
the proposition will be introduced Tues- 
day evening, Oct. 17, at the opening ses- 
sion of the Jobbers’ Association, to 
which the members of the Manufactur- 
ers Association have been invited. The 
session will be opened by Austin H. 
Decatur, president of the National 
Hardware Association, who will intro- 
duce William A. Durgin, chief of the 
Division of Simplified Practice of the 
Department of Commerce, Washington, 
DG, 


Eliminating the Unnecessary 


Mr. Durgin will address the manu- 
facturers and jobbers on “The Elimina- 
tion of the Unnecessary.” He will ex- 
plain what the Department of Com- 
merce, under Secretary Hoover’s direc- 
tion, is attempting to do to co-operate 
with industry and to bring related 
manufacturing and trade groups to- 
gether to decide on the elimination of 
excess varieties and types of manu- 
factured articles. 

Doing away with duplication and ex- 
cess varieties has already been at- 
tempted in certain industries with 
marked success. Individual manufac- 
tures have also attempted to do prac- 
tically the same thing with varying 
results. 


Reducing Costs 


Simplified practice, when it has been 
applied, has resulted in smaller stocks, 
lower production costs, reduced selling 
costs, and it has also done away with 
many unnecessary trade misunderstand- 
ings. Simultaneously it has increased 
turnover, the stability of employment, 
the promptness of delivery, foreign 
commerce, the quality of standard 


products and the actual profits of pro- 
ducer, distributor and user. 

The National Retail Hardware As- 
sociation has sent out a questionnaire 
to all of its members asking two spe- 
cific questions. 

The first question is: “Do you favor 
a general program of hardware simpli- 
fication by which manufacturers will 
discontinue unnecessary and non-essen- 
tial types, sizes, patterns and finishes?” 

The second question inquires: “Do 
you favor a standardization program 
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for paints and varnishes similar to that 
suggested in the accompanying letter?” 

The letter cites a number of items 
that it suggests might be discontinued, 
such as a number of shades and cer- 
tain sizes of cans, that possibly will be 
considered for elimination in the paint 
and varnish industry. 

“The association’s simplification com- 
mittee,” the letter states, “believes that 
such a program will greatly benefit the 
retail hardware trade, and we are sure 
all hardware merchants are heartily in 
favor of any plan which will enable 
them to operate more economically and 
more efficiently.” 

The Fabricated Production Depart- 
ment of the Chamber of Commerce of 
the United States has issued a number 
of bulletins on the profits and savings 
that “accrue to the manufacturer, 
wholesaler, retailer and consumer 
through pursuing an intelligent pro- 
gram of standardization and elimina- 
tion of excess variety in any industry. 

“Tt takes ‘backbone,’” one of the 
Chamber of Commerce bulletins states, 
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“to tell your sales forces, in these times, 
that you will cut your variety, but it is 
being done not only by individual pro- 
ducers but in entire lines through trade 
association co-operation.” 


Simplification Means Economy 


The gains to the manufacturer out- 
lined by the Chamber of Commerce in- 
clude the advantages of having less 
capital tied up in raw materials, stock, 
jigs, dies, templates and special machin- 
ery, storage floor space and repair 
parts. Simplified practice, it says, 
leads to more economical manufacture 
through larger units of production, 
longer runs, less frequent change, 
higher rates of individual production, 
more effective stock control, less idle 
equipment, and standardized material 
inventories. It also makes training of 
employees more simple, one of the bul- 
letins says, makes it possible for em- 
ployees to earn more through increased 
individual production made possible by 
longer runs, and brings about better 
general service. 

Furthermore it enables buyer and 
seller to speak the same language, and 
makes it possible, the Chamber of Com- 
merce believes, to compel competitive 
sellers to do likewise. By focusing on 
essentials and concentrating on fewer 
lines simplified practice develops a bet- 
ter quality of product, lowers the unit 
cost to the public by making mass pro- 
duction possible, simplifies the carrying 
of stocks, and stabilizes production and 
employment. 

The Chamber of Commerce as well 
as the Department of Commerce have 
concrete information and facts on what 
has already been done in the matter of 
simplified practice, some of which Mr. 
Durgin will produce next week at At- 
lantic City. 


William G. Luitink Dies 


William G. Luitink, secretary-treas- 
urer of Luitink & Sons Mfg. Co., Mil- 
waukee, Wis., manufacturer of hard- 
ware specialties, wood and metal pat- 
terns, etc., died on Sept. 22 of paralysis. 
Mr. Luitink’s three brothers, John, 
Peter and Henry, are associated in the 
business. 


Winsted Edge Tool Builds 
The Winsted Edge Tool Works, 


Winsted, Conn., is building a one-story 
addition to its plant. 


Home Accessories Factory 


In a recent announcement to the ef- 
fect that the Home Accessories Cor- 
poration was about to erect a factory 
at the corner of Gardner and Tainter 
Streets, Worcester, Mass., the new cor- 
poration was erroneously referred to 
as a $50,000 company. This should have 
been a $250,000 company. 
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Skelton Shovel Co. Builds New 
Factory 


The Skelton Shovel Company, Inc., 
is now building a factory at Dunkirk, 
N. Y., where they will make a com- 
plete line of “Skelton patent” solid 
shank one-piece shovels; the new com- 
pany will have their own handle plant 
and will make the improved “Skelton 
patent” split D handles. 

The factory is now well under way 
and the company expects to be in pro- 
duction by February of next year. 
J.C. McCarty & Co., 29 Murray Street, 
New York City, will market the product 
of the new company. 


Canvas Products Co. Expands 


The Canvas Products plant of the 
Textile Products Mfg. Co., St. Louis, 
Mo., has been purchased by the Canvas 
Products Co., 1236-1244 South Seventh 
Street, St. Louis, Mo., which will hence- 
forth control the business of this de- 
partment. The lines manufactured in- 
clude tents, wagon covers, paulins, bed- 
sheets, cotton picker sacks, ore bags, 
grass catchers, awnings, curtains, cot- 
ton sacks, enameled and waterproof 
duck and bunting and kindred products. 
The change in ownership became effec- 
tive Sept. 1. 

The Canvas Products Co. is a Mis- 
souri corporation with a capital stock 
of $200,000 and its officers and direc- 
tors were controlling stockholders of 
the Textile Products Mfg. Co. A. E. 
Meyer is president of the company. 


L. A. Abrams in Charge of 
B. S. Alder Co. 


Announcement has been made that 
Lewis A. Abrams has purchased the 
Alder holdings in B. S. Alder Co., 45 
Warren St., New York City, and will 
have complete charge of the business. 
Mr. Abrams entered the hardware busi- 
ness in 1900 with Alder & Boyd, and 
when this partnership was dissolved 
became associated with B. S. Alder. He 
has been connected with this business 
as a salesman and partner since that 
time, calling on the large jobbing hard- 
ware, woodenware and supply trade. 
Mr. Abrams, it is understood, is intend- 
ing to increase the sphere of his busi- 
ness and is putting additional sales- 
men on the road. 


Farrar Starts New Business 


Frederick Arnold Farrar, who for sev- 
eral years has been advertising direc- 
tor of the Greater Glidden Co. and pre- 
viously was advertising manager for 
Adams & Elting Co. and the Heath & 
Milligan Mfg. Co. of Chicago, has re- 
signed his position to go into business 
for himself. 

Mr. Farrar is well known in the paint 
trade and has done a great deal of pio- 
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neer work in the way of paint and var- 
nish advertising. He went with the 
Adams & Elting Co. seventeen years 
ago, and was their advertising manager 
up to 1919, when he was made regional 
advertising director of the Chicago di- 
vision, which included Heath & Milli- 
gan, Nubian and the Twin City Varnish 
Co. Two years ago he was promoted 
to position of advertising director of 
the Greater Glidden Co., a position 
which he has held ever since. In this 
capacity Mr. Farrar planned and exe- 
cuted the advertising of the various 
subsidiary companies, and had charge 
of a large color card and printing plant 
in connection with the advertising di- 
vision at Chicago. 

Mr. Farrar is to do work for a num- 
ber of paint concerns specializing in 
advertising covering that line, although 
he is also taking on important editorial 
work. He will continue to make his 
home and headquarters in Chicago. 


Harry D. Kaiser Weds 


The wedding of Miss Margaret 
Bieber McKean, of Chicago, to Harry 
D. Kaiser, of Philadelphia, occurred on 
Sept. 20 at Chicago. Mr. Kaiser is the 
president of the Retail Hardware As- 
sociation of Philadelphia, and now in 
his second term of office. He has the 
best wishes of the 2000 or more mem- 
bers of the P. A. S. H. A., and his 
many other friends throughout the 
hardware trade. 


Allerton-Clark to Represent 
Coburn Trolley Track Co. 


The Allerton-Clark Co., 74 West Lake 
St., Chicago, have taken over the sell- 
ing products manufactured by the 
Coburn Trolley Track, Co., Holyoke, 
Mass. 


‘Star Expansion Bolt Co. 
Philadelphia Office 


M. G. Hayden has recently opened 
an office at 721-23 Cherry Street, Phila- 
delphia, Pa., for the sale of the SEBCO 
products of the Star Expansion Bolt 
Co., 147-149 Cedar Street, New York. 
Mr. Hayden has been connected with 
this company for some time as sales- 
man in the Central Western territory. 


Boston Retailers Aid Salvation 
Army 


I. S. Dillingham, Jr., of Bigelow & 
Dowse Co., has accepted the chairman- 
ship of a special hardware organiza- 
tion formed in Boston for the purpose 
of co-operating with the Salvation 
Army in its drive, Oct. 20-30, for $200,- 
000 to finance its local welfare and re- 
lief activities during the coming year. 
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Westinghouse Personnel 
Changes 


Announcement is made of several 
changes in the personnel of the dis- 
trict offices of the Westinghouse Elec- 
tric & Mfg. Co. 

The territory hitherto handled from 
its Buffalo office has been united with 
its New York office, with E. A. Allen, 
manager, New York office, as manager 
of the combined offices. C. W. Under- 
wood, who has been Buffalo manager, 
has been made Northern representative 
with offices in Buffalo. Other changes 
affecting these offices include the ap- 
pointment of W. R. Marshall as branch 
manager, Buffalo office; of E. W. 
Loomis as manager, industrial division 
New York office; of W. A. Rossell as 
special power representative of the 
combined districts and of G. T. Dunk- 
lin as manager merchandising division 
of the New York office. The supply 
and power divisions, New York office, 
have been merged into the central sta- 
tion division under C. E. Stephens, 
manager, and the present railway divi- 
sion will hereafter be known as the 
transportation division. 


What Will They Do With It? 

The total value of farm crops and 
live stocks produced in 1922 was $13,- 
650,000,000, according to estimates of 
The Farm Journal. 

This is an increase of $1,284,000,000 
over the $12,366,000,000 produced in 
1921. This 10 per cent increase is all 
profit—and more, for this year’s crop 
has cost less to produce. No more 
acres were planted, less labor has been 
hired and laborers’ wages, fertilizer 
and other expenses were much lower. 
Farmers have weathered the worst, and 
for the coming season they not only 
feel confident of the future, but they 
have an extra $1,284,000,000 to spend. 
That’s a lot of money. What are they 
going to do with it? 





A Washer in Every Home 


The sale of washing machines during 
the first months of 1922 far surpasses 
that of any other year, according to 
Enoch B. Seitz, secretary of the Ameri- 
can Washington Machine Manufactur- 
ers’ Association. 

A record of one month shows that 
the increase in sales was 28 per cent 
over those of the same month last year, 
although the total number of washers 
bought by American housewives in 1921 
was 289,406. The reason for the in- 
crease is said to be two-fold. Prices 
of washers have been cut from 35 to 
40 per cent and easy payment plans 
have been made even easier. 


To Meet in Chicago 


The National Federation of Imple- 
ment Dealers’ Association will meet at 
the Hotel Sherman, Chicago, Oct. 18-20, 
instead of at Kansas City, Mo., as pre- 
viously stated. 
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“4/7 OU know as well as anybody 
else, that the children and the 
youngsters disliked going back 

to school this fall. In the first place, 

any red-blooded person hates the idea 
of being shut up and having his free- 
dom limited. After a summer of 
sport and pleasure it is pretty hard 
to sit down at a desk and concentrate 
on geometry or Latin. Consequently 
the free periods are looked forward 
to with a great deal of interest, and 
when the time arrives the boys and 
girls swarm out of the school rooms 
to play and to exercise. And what 

a world of pent up energy there is 

to be worked off after being penned 

up in a classroom all day! 

In every village, city and hamlet 
the shrill whistle of the football ref- 
eree pierces the snappy air of Oc- 
tober and November. The chief in- 
terest of Young America lies in his 
prowess in the open field. What he 
wants is the open field ahead of him 
with a pigskin tucked tightly under 
his arm and his comrades yelling 
from the side lines. Here he can 
work off that surplus energy that is 
tugging at every muscle to be set 
free. 

The hardware man finds himself in 
muc) the same condition as the 
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scholar. The coming of the Indian 
haze on the hills and the yellowing 
of the corn in the fields makes him 
think of the stove prospects in his 
community and the fall sporting 
goods that will be in demand. The 
fishermen are all home from their 
favorite haunts, and find a few 
moments to get out the guns or rifles 
to give them a good cleaning and 
oiling. They drop in at the hard- 
ware store to get a couple of boxes 
of their favorite shells ‘in order to 
have them on hand for the first day 
they find it possible to get out into 
the field. The golfer finds an added 
interest in his game for the hot days 
no longer plague him. He finds the 
early morning air full of life and he 
takes up his game with added en- 
thusiasm and zest. 

In the meantime the hardware 
merchant has prepared his windows 
and his newspaper advertising so 
that all of these fellows will remem- 
ber him when they want football 
goods, guns and ammunition, golf 
supplies or sport clothing. Two il- 
lustrations are offered from More- 
house & Wells Co., Decatur, Ill. The 
football window with its painting in 
the background of the player kicking 
a goal, done in bright and attractive 
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The Fall Sporting Goods 
Season Is Here Once More! 


colors, draws the attention of every 
one interested in this game. Inci- 
dentally it may be stated that the 
interest in football has grown con- 
siderably in the last few years and 
to-day compares very favorably with 
the interest in the national sport of 
baseball. 


Display Suggestions 


As a suggestion to merchants who 
make fall athletic goods pay them 
good dividends, it might be well to 
suggest the taking of pictures of the 
local college or high school football 
teams. Have these enlarged and 
mount them on beaver board, cutting 
out the figures so they stand out in 
a lifelike way. Pictures taken of the 
local elevens, enlarged in this man- 
ner, showing the boys in action, will 
make a most attractive window dis- 
play, especially when surrounded 
with the football equipment which is 
to be had from your hardware store. 
The cost is nominal and many mer- 
chants have used these enlargements 
with satisfactory results. 

In this connection notice the way 
in which the merchandise stands out 
in the football window illustrated 
herewith. The light background 
shows every item to the best advan- 
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tage. The eye is attracted by some- 
thing that is light in color and in 
which there is a good deal of con- 
trast in the colors of the merchan- 
dise shown. Football goods have 
plenty of color and make wonderful 
displays. A very simple arrange- 
ment of the display as shown in this 
illustration will produce increased 
business. It is never wise to show 
much merchandise in the original 
boxes in which: it is packed. People 
like to see an article spread out so 
they can take in the details. A jersey 
on a form will attract much more 
attention than will one that is neatly 
folded up-in a box with very little 
of it showing. Shoes, shin guards, 
sweaters, blankets, stockings, jer- 
seys, head protectors, footballs, knee 
protectors and pants make a very 
fine display if they are spread out so 
they can be seen. 


Cash in on the Demand 


The season of the year is responsi- 
ble for the demand. It is up to the 
hardware man to cash in on that de- 
mand by advertising and by putting 
in display windows so that the peo- 
ple can see his merchandise and buy 
it because they like what he shows. 
People will buy things far quicker 
when they are able to see them than 
when they have to look over a quan- 
tity of boxed goods which clutter up 
the counters and windows and do 
not permit of a selection being made. 

There seem to be certain people 
who figure that they can only sell a 
small amount of certain lines, and, 
therefore, do not put in enough of a 
selected stock to pay people to look it 
over. In the other hand, there are 
others who have found out that a 
well-selected stock of any kind of 
merchandise will make them more 
sales than a meager stock. There is 
no question about it. The line must 
be just as complete as it is possible 
for that particular community to 
absorb. 
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One dealer in Illinois bought a 
few bathing suits because he had an 
cecasional demand. He began to sell 
them right away and noticed he lost 
a lot of sales because his stock was 
incomplete. That set him to thinking 
and he went into the subject very 
thoroughly. He saw money in good 
assortments of stocks and he accord- 
ingly put them in. His windows told 
the people what he had and his sales 
multiplied so fast that he was almost 
overwhelmed by the amount of busi- 
ness that he had discovered. This 
merchant is a modest man and about 
the only thing he will admit is the 
fact that as a hardware merchant he 
overlooked one of the biggest money 
makers when he failed to get next to 
the sporting goods trade. He will 
also admit that his sporting goods 
business has grown to such a volume 
that it pays him a very much larger 
return than any other departments 
in his hardware store. 

True there is a limit to everything 
and only a certain amount of mer- 
chandise can be disposed of in one 
community if the demand is left to 
take care of itself. But it is an en- 
tirely different story when the mer- 
chant decides to control the size of 
the demand and starts out to sell 
sporting goods to everybody who is 
either a potential customer or who 
can be turned into-one by means of 
sales effort. Then it is not a ques- 
tion of how much the community 
can absorb but is a question of how 
much the merchant can make them 
absorb. The size of his sales de- 
pend upon his business ability as a 
buyer, an advertiser and a salesman. 


Golf Popularity Increases 

Just as football has grown in 
popularity, so has golf become a 
center of interest. In fact the in- 
terest of what was once a rich man’s 
game has spread to the smallest com- 
munities. It is really remarkable to 
look over the small cities and towns 
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that have golf courses. Hardware 
merchants in cities and towns of 
5000 and less have done much toward 
establishing these golf courses, and 
they have profited greatly by the 
sales which have resulted. The in- 
crease in the number of courses in 
the State of Illinois for the past year 
has been surprising. Men who can 
no longer participate in the strenu- 
ous games, and who never thought 
that they would have an opportunity 
to play golf are finding courses in 
their own towns and are enjoying the 
game. In the meantime, the hard- 
ware merchant who has not been 
asleep has been ringing up the sales 
on clubs, balls, shoes, clothing, bags, 
sweaters, etc. 

Look at the illustration of the golf 
window, which also comes from 
Morehouse & Wells Co., Decatur, Ill. 
It is an attractive window and the 
firm, in order to relieve the monot- 
ony of color predominating in all 
golf goods with the exception of 
knickers and sweaters, has displayed 
two large baskets of artificial flowers 
which make a very fine color contrast 
for the window. These baskets give 
the display an attractive and im- 
pressive appearance, and relieve the 
monotony of a great many items of 
merchandise, all of which are prac- 
tically of the same color. 


Salesmanship Plus 


There is a salesman in a Chicago 
sporting goods store who has an ex- 


Simplicity and 
color serve to 
make this More- 
house &€ Wells 
window a sales- 
producer 
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ceptionally large following of golf 
customers. Of course he is an en- 
thusiast on the game and he knows 
every club that has ever been made. 
He can look at a man and tell him 
whether that club he is holding is 
one inch too long. The other day we 
stood and watched him make a sale. 
His customer had stated that he 
wanted such and such a club that he 
had seen advertised. The salesman 
showed him the desired club at once 
and very tactfully asked the cus- 
tomer if he had ever used that par- 
ticular kind. Upon finding out that 
he had not and that his desire to pur- 


chase the club had been aroused by 
advertisements in various magazines, 
the salesman politely showed him that 
the club was very hard on the turf 
and was not particularly suited to 
him. He convinced his customer that 
he did not. want that club and sold 


used in pursuing the pastime. 
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him several others instead of the one 
he had originally wanted. 

This was the first time that this 
particular customer had come into 
that store and he purchased more 
than he came for. From his re- 
marks there is no question but that 
he will continue to obtain his golf 
needs from that salesman, because 
he knows what to sell and does not 
antagonize his customers. While 
this customer was being supplied five 
others came in and when other sales- 
people offered their services they 
were informed that they would wait 
for this other salesman because he 


Golf is a 365-day-a-year game and its devotees are always in the market for clubs, balls, clothing and the many other articles 
This is the way Morehouse & Wells Co. appeals to the golfer 





knew just what they needed. Know- 
ing any particular game and under- 
standing the merits of sales talks is 
the greatest factor in the world in 
building up a business. 

A man can not build up a big paint 
business unless he knows his product 
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and the surface on which his cus- 
tomers expect to use it. He can not 
build up a sporting goods business 
unless he educates and interests 
himself in the people who buy this 
class of merchandise. If the casual 
hunter drops in for a box of shells 
he may be undecided as to what load 
he wants or may have made up his 
mind to buy a shell that is not suited 
to his purpose. Here the hardware 
merchant exercises his knowledge 
and makes a satisfied customer. The 
hardware merchant must be a store- 
house of information on the mer- 
chandise he has to offer to the pub- 














lic. His sales training should teach 
him that a satisfied customer is the 
one who comes back. If he interests 
himself in the sporting goods users 
of his communities and offers for 
sale the merchandise they need, he 
need never worry about his sales. 


A Dollar Sale That Proved Successful 


E sometimes wonder whether 

the average merchant realizes 
that his business is a good deal like 
the human system, that it needs a 
good, strong tonic every little while. 
Certain goods get what might be 
termed “spring fever,” they lag, re- 
main on the shelves instead of mov- 
ing out promptly to the ultimate 
consumers. 

The Steiner & Voegtly Hardware 
Co., whose store is located on Dia- 
mond Street, Pittsburgh, right in the 
center of the retail business district, 
realizes this fact and holds about 
twice a year what the company calls 
a “dollar” sale. 

Last spring this firm held one of 
these sales, and it beat previous “dol- 
lar” sales in every possible way. The 
goods selected for this sale were 


mostly seasonable items, such as gar- 
den tools, household hardware, build- 
ing tools and other seasonable goods 
from practically every department of 
the store. These goods were attrac- 
tively displayed in the two large dis- 
play windows of the store fronting 
on Diamond Street, and large plac- 
ards in the windows were used to 
catch the eye of the passing public. 
In addition to this a large advertise- 
ment was inserted by the company in 
three of the leading morning and 
afternoon Pittsburgh daily papers. 

Now, as to the actual results of the 
sale. We give below a comparative 
table showing actual sales made over 
the counter in the week previous to 
the sale; and the number of sales 
made in the week of the “dollar” sale, 
as follows: 


Feb. 27, 474 March 6, 632 
Feb.. 28, 463 March 7, 699 
March 1, 510 March 8, 622 
March 2, 527 March 9, 685 
March 3, 497 March 10, 690 
March 4, 739 March 11, 1060 

3210 4388 


The increase in the number of 
sales for the week ending March 11 
—this being the week on which the 
“dollar” sale was held—over the pre- 
vious week, was 36.7 per cent, while 
the increase in sales was 39 per cent. 
The Steiner & Voegtly Hardware Co. 
says it is perfectly satisfied that this 
is a good method of stirring up busi- 
ness when it has a sluggish liver, or 
when it is suffering from some other 
complaint. 
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Make Your 


Store 


Headquarters 


for 


Real Toys 


SN’T it only a fair question to ask 
i yourself why your store should 
not be the largest, have the best 
clerks and do the best business in 
your town? Isn’t that nearly every 
merchant’s ambition? Then, why is 
it that some merchants in every town 
realize this ambition? There must 
be an answer to the question. There 
may be many answers, as far as that 
goes, but a careful investigation of 
the successful merchants will show 
they have built up their business to 
very large proportions because they 
diversified their activities. 
The day has long since passed 
when a farmer could make enough 
money out of the crops he raised. He 
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This is a corner of the room given over to toys by the Skandia Hardware Co., 
Rockford, Ill. 


has realized that he must also di- 
versify his activities if he wants to 
meet his bills and have an automo- 
bile. Consequently you see poultry 
raising, stock raising, truck garden- 
ing, dairy products, fruit orchards 
on a larger and more scientific scale 
and countless other activities in 
which the farmer is engaged. 

The hardware merchant finds him- 
self in much the same position as the 
farmer. He, too, must do business 
differently. If he wants to be the 
largest and most successful merchant 
in his community he must adopt the 


methods that will give him the de- 
sired position and prestige. His 
hardware store to-day bears little re- 
semblance to the stores of thirty 
years ago. True, there are the old 
familiar items that still form the 
backbone of sales, but the field has 
become so broad and problems of 
competition so keen that the present 
day merchant has had to meet these 
problems with keen business sense 
and better merchandising methods. 
To-day electrical merchandise is 
essentially hardware. Automobile 
accessories are handled in every real 





The Bartholomew Hardware Co. of Michigan City, Ind., keeps its stock of dolls under glass and safe from the sticky fingers of 


inquisitive youngsters, 


Follow the arrows and yow’ll find toys 
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hardware store because they belong 
there. Many other lines are also to 
be found there which had never been 
conceived in the wildest of dreams a 
few years back. 

When most of us were youngsters 
we imagined that toys were only 
playthings. That is, they filled unly 
a very brief space in a youngster’s 
life and served to amuse him for a 
little while. The toys of our child- 
hood were poor in construction and 
the majority were imported things 
that served no other purpose than to 
amuse the small children. The older 
children would have nothing to do 
with “toys”; they wanted the wagons 
and the sleds that the hardware man 
sold. Swiftly the old order changed 
and people began to demand toys 
that would give their children 
strength, health and education, and 
in this way new fields were opened 
to the hardware dealer. 


Pioneers in Toys 


Coasters and wheel toys were 
made for the smallest of tots. Hon- 
est-to-goodness workable models 
were designed for the older children 
and the attitude of the public mind 
was changed in regard to toys. They 
no longer demanded the knick-knacks 
and cheap things; they wanted real, 
serviceable articles that would not 
only give their children pleasure but 
do them a world of good at the same 
time. 

The hardware merchant has been 
the pioneer toy disperser ever since 
the first sled and little red wagon 
were put on the market. The fact 
is, however, that he was never con- 
sidered as handling toys because he 


Here’s another firm that believes in playing up toys the year ’round—the Churchill Hardware Co. of Galesburg, Ill. 
the way in which the wheeled toys are kept out of harm’s way by suspending them from the ceiling 
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did not carry the cheap, flimsy and 
wortniess things that were designed 
only to keep the babies quiet for a 
few minutes wnile they proceeded to 
tear them to pieces. With the change 
of the public mind toward toys came 
the realization that the hardware 
merchant was really the only mer- 
chant who kept toys that were worth 
while. He was the only one who 
could give the growing youngsters 
the things with which to play that 
would give them pleasure, build 
muscles and educate them as well. 

We stated before that the hard- 
ware store has branched out and di- 
versified its activities and tnat in 
many instances it has taken on lines 
that. were not really considered as 
hardware in the old days. We want 
to qualify our statement, however, 
in regard to toys because the hard- 
ware stores have not added these 
lines. They always were the real 
headquarters for real toys. What 
they have done is to simply keep 
abreast of the times and the public 
demand and enlarge their lines to 
meet the unusual call for worthwhile 
toys. 

It is felt that some hardware mer- 
chants perhaps have never seriously 
considered the possibilities of the 
present day toy trade. Some may 
not realize that for years they have 
been selling the only worth while toys 
in their communities and have failed 
to see the opportunity of increasing 
their business by increasing their 
toy stocks to cover the field more 
thoroughly. 

Take for example the window il- 
lustrated, from the Hall Hardware 
Co., Oak Park, Ill. This window was 








October 12, 1922 





designed for a welfare week, and 
the different items carried in the reg- 
ular hardware stock that have to do 
with a youngster’s welfare are sur- © 
prising. There are blocks, rubber 
balls, rings, etc., for the smallest of 
infants. Then the baby buggies, go- 
carts, kiddie kars, tricycles, bicycles 
and so on up the line. Small wheel- 
barrows, wagons, sand _ outfits, 
brooms, air rifles, tennis equipment 
and fishing tackle, to say nothing of 
baseball goods, which all serve to 
play an important part in the present 
day scheme of bringing up the 
youngsters to be “healthy, wealthy 
and wise.” 

The illustration from the Bar- 
tholomew Hardware Co., Michigan 
City, Ind., shows what they think of 
toys. This firm has given two upper 
sections on their side shelving to the 
display of dolls and four counter 
cases are filled with them. In this 
same section they have household 
equipment which would appeal to the 
mothers as they bring their children 
in to shop. The air rifles, shot guns 
and other arms are prominently dis- 
played here for the purpose of in- 
teresting the older boys. In this de- 
partment there is everything that 
the mother needs for the home, and 
there are the toys that fit children of 
all ages. Incidentally they are the 
dependable kind that build, amuse 
and educate. 


A Year ’Round Toy Room 


The Skandia Hardware Co., Rock- 
ford, Ill., keeps one room for toys 
the year ’round. Here the young- 
sters can revel to their hearts’ con- 
tent. There are doll buggies and play 





Note 















UMI 


October 12, 1922 


HARDWARE AGE 








4 


And last of all comes the Hall Hardware Co. of Oak Park, Ill. This illustration shows the way this firm featured Children’s 


Welfare Week. One glance is enough to show the extent of the stock carried for the youngster’s benefit 


furniture for the girls. Wheel toys 
of every description fill the room 
from the smallest coaster to the large 
velocipedes. Hobby horses, croquet 
sets, and wagons complete the pic- 
ture. This business has been built 
up to such proportions that this 
space is kept filled and the line is 
pushed throughout the entire year. 
The Churchill Hardware Co., 
Galesburg, IIl., specializes in toys 
the year ’round. The illustration 
shows how they dispose of the 
wheel goods by hanging them on a 
suspended pipe from the ceiling. 
This gives plenty of aisle space and 
permits demonstrations when a sale 
is being made. It will be noticed 
that this firm’s line of auto coasters 
is quite complete and embraces a 
good many styles and sizes. In the 
rear of the room are more things 


for the youngsters. This picture was 
taken in the summer, with a full line 
of refrigerators, oil stoves, lawn 
swings and furniture on display, and 
shows what can be done with toys 
when the merchant believes in keep- 
ing his store up to the minute and 
having on hand the hardware that 
is being demanded by his custom- 
ers. And by saying hardware, re- 
member that it embraces toys on all 
occasions. 


Get Ready for the Holidays 


Consider the proposition well. 
Think over what other hardware 
merchants have done with increased 
stocks. Realize that Christmas and 
holiday trade are not far off. Con- 
sider that selling dependable mer- 
chandise to a youngster is one of the 
best ways of making him a life-long 





customer. Remember that increased 
profits, more customers and larger 
sales will result. Your community 
should be able to buy from you as 
complete a line of toys, which are 
the outgrowth of the sled and wagon, 
as they can obtain tools and general 
hardware from your stock. Make 
your plans for a table or two of 
worth while toys; increase your lines 
of wheel goods and advertise strong- 
ly so that your community will come 
to you for their wants. Don’t for- 
get that window displays attract the 
young and old, and are among the 
merchant’s best mediums for bring- 
ing that increased trade into your 
store which swells the profits and 
makes you feel at the end of the year 
that running the best hardware store 
in your community is not such a bad 
job after all. 


Off with the Old—On with the New 


FF with the old unsightly de- 

signs. Off with the button-hook 
locks, and on with the brand new 
patterns that harmonize with your 
decorations and afford real protec- 
tion for your family. 

“Re-hardware” is the word, and 
like repairing, remodeling or re- 
decorating, it puts new life into the 
building and adds to the joy of liv- 
ing. Hardware cannot last forever. 
In time the locks get worn and must 


be renewed for the sake of safety. 
Styles change, your decorations are 
altered and the hardware must be 
made to harmonize with the rest of 
the house. 

You can make the change yourself 
if you desire. It’s easy. An awl and 
a screw driver will usually do the 
trick. From an unlimited number of 
patterns you can make your selection. 
There are standard sizes that will 
fit your doors, windows and cup- 


beards. Bright new plates will com- 
pletely cover the markings of the old 
designs. When you see the satisfy- 
ing result you’ll wonder why you 
never thought of it before, and “re- 
hardwaring” will have a real mean- 
ing for you. 

Stop at your nearest hardware 
store, ask for the re-hardware expert 
and let him show you the array of 
beautiful designs in every style and 
pattern. 



























Osawatomie is a _ banking 
town of less than 5000 popu- 
lation, well situated in Miami County, 
Kan. One of its leading business 
houses is the firm of Colvin & Co., 
dealers in general hardware, stoves, 
sporting goods, tinware and auto ac- 
cessories. This last-named depart- 
ment includes an excellent tire busi- 
ness. The motorists of this western 
town patronize the Colvin tire de- 
partment because they have been 
educated to do so as the result of 
progressive sales methods and the 
experience of satisfactory service 
from tires purchased. 

This firm did not plunge headlong 
into the tire selling business. First 
they ordered several tires for use on 
their own cars. From close observa- 
tion of the service rendered they 
came to the conclusion that the line 
selected was a good one to push and 
that it was a line that could be rec- 
ommended to the credit of the firm. 
The first tire stock carried was 
valued at $135 and consisted of Ford 
sizes, and one each of 31 x 4, 32 x 
31%, 33 x 4 and 34 x 4 fabrics, with 
enough tubes to equip them. This 
was the nucleus of their tire depart- 
ment. It proved to be a good sample 
stock but quickly became inadequate 
for the demands of the community. 
Two people would call the same day 
for the same size and one always 
had to wait three days for his tire. 


N CCORDING to Dun’s Directory, 
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One Tire Turnover Every Sixty Days 


That’s the Record of Colvin & Co. 
in a Town of Only 5000 


As this did not seem to be very good 
business, the stock was increased. 

The present average tire and tubes 
stock carried by this company is 
valued at $700. That means $500 
in tires and $200 in tubes. The aver- 
age stock itself includes twelve 30 
x 3 fabrics, eight 30 x 31% fabrics, 
eight 30 x 3% cord, four 31 x 4 fab- 
rics, five 32 x 31% cords, four 32 x 4 
cords, five 33 x 4 cords and four 31 x 
4 cords. J. V. Whitla, manager of 
the business, offers these figures as a 
good guide for other dealers inter- 
ested in establishing or adjusting 
tire departments in their stores. The 
tube stocks number about 100 tubes 
on hand all the time. 


Six Turnovers a Year 


Mr. Whitla tells us that this entire 
$700 stock turns over completely 
every sixty days. This means six 
turnovers per year on stock valued 
at $700 in a town of less than 5000. 
Colvin & Co. is up against the usual 
local competition and must also com- 
pete with the mail order houses. For 
this latter purpose they often run a 
tire bargain sale on the smaller sizes. 
These shoes are sold without any 
guarantee. The virtue of this plan 
is that it attracts a class of trade that 
is continually hunting for better 
values. It brings them into the store 
and enables the Colvin staff to sell 
other goods, and incidentally the 
salesman has a chance to sell the 
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quality idea to the motorist who 
would otherwise buy the cheaper 
tire. 

With this prospect the salesman 
must talk quality and service per 
dollar as against lower initial cost. 
Such a sale can break either way but 
you get the sale and have given the 
customer some food for thought and 
have undoubtedly made him take no- 
tice of the other goods that you 
handle. 

Speaking of tire sales, Mr. Whitla 
says, “We have found this branch of 
our business a very profitable one. 
Not only our tires sold but it helps 
to sell tools and other regular stock 
goods, particularly other auto acces- 
sories. We send out circular letters 
to a mailing list of car owners every 
sixty days. We also give our tire 
department its turn in local adver- 
tising in the local newspaper and in 
the window displays. Of course we 
use the brands of. tires we sell and 
have our staff do the same. We find 
this a big boost in making a sale as 
we can show a customer the tire on 
our own cars with a mileage record. 
We try to have a car carrying one or 
more of these tires available at all 
times for this purpose. 

“Of course we have had some dis- 
appointments with tires, usually un- 
merited, but compared to other lines 
we think it is about as clean a line as 
may be carried in connection with 
the retail hardware business.” 
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Horses Bring 
$7,000 a Year 
to This Firm 


By Charles J. Heale 


N days of old when knights were 
credited with being bold and 
chivalrous there was one thought 

in the mind of every maiden when an 
eligible man offered to endow her 
with all his earthly goods. How does 
he treat his horse? That was her 
thought, for it was believed by all 
that a man who mistreated animals 
would not make a good lord and mas- 
ter, and was a man to avoid. So- 
cial ostracism followed horse beating 
in those days. Edward Tucker thinks 
that no punishment is too great for 
the horse beater. He loves horses 
and likes to stroke their noses and 
run his fingers through their manes. 
A good horse means more to him 


Edward Tucker at his 
work bench. Mr. Tucker 
is primarily responsi- 
ble for the success of 
his firm in the harness 
field 
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than President Harding’s Pierce-Ar- 
row Car. 

That is undoubtedly the reason 
why Mr. Tucker has been a success- 
ful saddler and harness maker for 
the past forty years. He likes the 
horses and naturally he likes to make 
the things that make a good-looking 
horse look better, and that makes his 
work less strenuous. South Man- 
chester is a hustling little Connecti- 
cut town with less than 10,000 popu- 
lation. The streets are full of auto- 
mobiles, and we saw only three 
horses in two hours. These two 
hours were spent in the harness de- 
partment of F. T. Blish Hardware 
Co., which is in charge of Edward 





Tucker, the man of whom we have 
been speaking. 


$7,000 in One Year 


The harness department registered 
more than $7,000 in business done 
during the year 1921. This year, 
from all indications, the figures will 
be higher. Mr. Tucker has sole 
charge of this work and takes care of 
it ably. He has a salesroom in the 
rear of the store proper. A fairly 
large sign points the way of entrance. 
In the salesroom you will find every- 
thing that is needed for the horse 
owner. Mr. Tucker has a well-picked 
and complete stock which embraces 
varied sets of carriage whips, all 
kinds of horse blankets, carriage 
robes, stable slip halters, regular con- 
ventional bridles, bits of the more 
humane type, feed bags, full harness 
sets, tandem harness sets, two or 
three types of saddles. Of course, he 
also has a good stock of hauling col- 
lars, heavy and light, hames and ex- 
tra hame chains, blinders, belly 
bands, surcingles and rope halters. 
Special replacement parts are stored 
behind the pile of halters but you can 
see them as you enter. Beyond the 
salesroom is the workshop. 

This is Tucker’s paradise. Don’t 
tell him that saddle making and har- 
ness making is a lost art. That is his 
pet subject, and before he is through 
with you, you are quite likely to wish 
that you had apprenticed under him 
so that you could take part in his 
harness and saddlery department at 
the Blish store in South Manchester. 

“Seeing is believing,” and so we 
mentioned that we had seen but three 
horse-drawn vehicles among the fifty 
or sixty in the street. Mr. Tucker 
shook his finger at us, smiled a lit- 
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tle and said: “Don’t ever let anyone 
tell you that the horse is dying out 
either for pleasure or _ business. 
Don’t ever get the idea that he has 
or will give way to the automobile. 
Shucks! I can remember back some 
thirty years when the bicycle was 
said to be at its highest peak of 
popularity. Everyone felt sorry for 
me, and said the bike would displace 
the horse in six months. Well, I 
never have been able to crowd 
enough hours into the day working at 
the harness trade. 


Wealthy Customers 


“I have been here for three years 
and have increased this branch of the 


A corner of the firm’s harness room. 


business each year. Why, I could 
find work for three men here. The 
harness field is a big one. Every 
wealthy man has his stables with 
fine horses. He may drive a big car 
to work and during his vacation, but 
if he is any kind of a sportsman he 
will have half a dozen saddle horses. 
Such a man is always a big customer, 
for his horses must always look their 
best. This man represents a large 
individual buying power. If the har- 
ness he buys for his favorite horse 
comes from your store and is satis- 
factory, what is to prevent his mak- 
ing your store purchasing headquar- 
ters for everything he needs in your 
line? 
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“Don’t forget the commercial use 
of the horse. Short town and city 
delivery routes with numerous stops 
will always use the horse and wagon. 
The farmer will never be able to do 
without his horses regardless of trac- 
tors and other kinds of agricultural 
machinery. The horse is a factor in 
farming and in store delivery. He is 
not dying out and should not be un- 
derestimated. The way some people 
talk you would think that horses were 
subjects only to be found in museums 
or zoological gardens—put up as 
rare and almost extinct species. Why, 
the smaller towns still have their 
livery stables. They have hay rides 
and other festivities that go to prove 
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repair work is also known to be ex- 
cellent both in point of durability and 
appearance. Repair business, he 
says, should be cultivated by the 
dealer and should be done in the right 
way. The man who is suited with 
your repair work will be glad to buy 
any new equipment from you. It is 
again the old question of service. He 
also says that dealers must remember 
that harness is put to strenuous serv- 
ice. It is used every day in the livery 
stables and on the farm. The coun- 
try gentleman may not give his har- 
ness such rough treatment but he is 
much more fastidious in his selection. 
His harness must always look like 
new. Tucker sells this class of trade 


MWibe~— | 
Ny 





| Woe | 


Horse owners stop here, for they always find what they need in this uepartment 


that the horse is still to be reckoned 
with in our modern life.” 


Harness Is Hardware 


These thoughts of Mr. Tucker’s 
surely cover many interesting points 
in connection with a harness depart- 
ment in the retail hardware store. 
He further said that the proper place 
for the purchase of harness and sad- 
dles was in the retail hardware store. 
He pointed out the fact that many 
related items are carried regularly 
by the dealer—ringlets, rivets and 
such small articles of hardware. 

Mr. Tucker has established a rep- 
utation for dressing harness leather 
and for making up special sets. His 


leather dressing and metal polish for 
the nickel-plated buttons on the har- 
ness. 


Stock of Equipment 


The F. T. Blish harness department 
carries a good stock of curry comks, 
grooming brushes and such equip- 
ment. There is a good sale for this 
grouping of goods from livery 
stables, farmers and sportsmen. Mr. 
Tucker often repairs satchels, suit- 
cases and other leather articles for 
regular customers. It is all in line 
with the work. He could get much 
of this class of work if he had time 
to handle it. Unfortunately he has 
not the time. 








UM 





= 





UMI 


October 12, 1922 


HARDWARE AGE 


69 


UBD Tapor eure 
ale 





Increasing Profits and Popularity in 


Silver-Plated Ware 


to become more popular than 
ever in the retail hardware 
trade, according to H. J. Funk, 
buyer at the Albany Hardware & 
Iron Co., Albany, N. Y. This firm 
carries a stock of silver-plated ware 
valued at approximately $2,200, which 
it turns over five times a year. 
A large proportion of the Albany 


G to become mor ware promises 





Hardware & Iron Co.’s business is 
wholesale. It sells on a jobbing basis 
to other hardware merchants outside 
of Albany and indeed, restricts all of 
its sales outside of Albany to retail- 
ers. In the city of Albany, however, 
it conducts a retail store and its re- 
tail stock of silver-plated ware con- 
stitutes one-third of the entire stock 
carried in this line. 


Mr. Funk in speaking about silver- 
plated ware as a line for the retail 
hardware trade emphasized the im- 


portance of proper buying and ener- 


getic selling. Silver-plated ware is 
an easy line to sell because it lends 
itself to unusually good display pur- 
poses. 

The Albany Hardware & Iron Co., 
Mr. Funk says, believes in display 
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If you want anything in the line of silver-plated ware, yow’ll find it in the stock of the Albany Hardware & Iron Co., Albany, 


N. Y., and if you doubt the statement this showcase will convince you. 


Above is a silver display recently featured by this firm 
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Just a few pieces of flatware against a dark background served to flatten 
many @ nose against this window 


with a capital D. The illustrations 
which accompany this article em- 
phasize this fact more graphically 
than anything that might be said by 
way of corroboration. 

The interior display case show- 
ing silver-plated flatware together 
with silver-plated urns and dishes is 
one of the attractions of the com- 
pany’s retail store. The window dis- 
plays carry their own message that 


attracted pedestrians on the street to 


a noticeable extent during the time 
we visited the store. 

Silver-plated ware if it is properly 
handled, Mr. Funk said, is a very 
profitable line, especially for the small 
retailer who is building up his busi- 
ness. As a rule, he said, there is 
about 50 per cent profit in this line 
which is very good considering the 
fact that it is an easy line to sell, a 
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clean line to handle, and a line that 
is especially favorable for display 
purposes. 


Advice on Stocking 


We asked Mr. Funk how much 
stock he would advise a small dealer 
to take on at first. 

“About a $50 or $75 stock,” he re- 
plied. 

“He should take a few of all the 
important easy selling articles and 
display them well at the beginning 
to get the impressions of his custom- 
ers. Now that the Oneida Commun- 
ity Co. has put what it calls the 
Tudor Plate on the market, it is go- 
ing to be more easy than ever to sell 
silver-plated ware. This new ware 
that has been introduced is cheaper 
in price but looks good and has a 
twenty year replacement guarantee 
in the bargain.” 

Mr. Funk pointed out for instance 
that six silver-plated teaspoons in the 
Community pattern sell to a cus- 
tomer for $3.75. If a customer does 
not care to spend that much at the 
time the salesman can show six tea- 
spoons in practically the same design 
for $1.50 in the Tudor plate. That 
is one of the reasons why Mr. Funk 
believes silver-plated ware will in- 
crease in popularity. 

Another feature about the new 
Tudor plate line that Mr. Funk men- 
tioned was that a new display box is 
used which has a ribbon feature to 
hold the silverware in place in a blue 
lined box. The box is covered with 
a glassine anti-tarnish paper so that 


’ the articles inside may be seen and 


yet always be safe from finger prints 
and tarnish marks. 

The average retail dealer, Mr. 
Funk believes, should get from two 
to three stock turnovers on silver- 
plate ware.every year, especially if 
he features the line strongly during 
June for the June bride, and around 
Thanksgiving and the Christmas 
holidays. The Albany Hardware & 
Iron Co. has done it and Mr. Funk 
speaks from experience and quotes 
facts. 








66 J T is a lamentable fact that there are still some hardware merchants who 
do not attend conventions—some who are still imbued with the one-idea 


spirit that denotes the one man store. 


The merchant of this type has so 


entangled himself in the petty details of his business that it seems an impos- 
sibility for him to leave it, even for a few days without disrupting -the entire 


organization. 


—Llew S. Soule. 





That in itself is the best possible argument for his attendance.” 
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Some Thoughts of a Country Merchant 


Epitor’s NoTeE.—Conditions during the past few months have brought 
about many changes in the hardware market. Prices have been changing 
and almost every change has been in the nature of an advance. This has 
resulted in a variety of opinions in the different branches of the trade 
albeit few have been expressed in print. The letter reproduced below is 
from A. C. LaRowe, manager of the LaRowe Hardware Co., Morenci, Mich. 
It reflects to a certain extent what is passing in the mind of the man who 
faces the ultimate consumer. In view of the fact that it is both interesting 
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and timely we are passing it along to our readers. 


ing’s mail, which was heavier than 

usual, and since completing the job I 
have spent the balance of the first hour sit- 
ting at my desk wondering—just wonder- 
ing. 

“When I say the mail was heavier than 
usual, I want to explain that this was not 
caused by any extra amount of farmer 
orders brought in on the rural routes over 
the week-end, neither was it caused by any 
extra amount of checks received from far- 
mers in settlement of their past due ac- 
counts. I see before me, however, just 
twelve notices of price advances and six let- 
ters of a personal form urging us to send 
in our orders for future goods before the 
price does advance. 

“While I sit here with these before me, I 
recall the buyers’ strike we had a year or 
so ago, which had its effect to some extent 
on the prices of manufactured goods. I 
wonder if those who are responsible for the 
present wave of advances have forgotten it, 


and I wonder if it is not possible to bring 
on another strike. 

“T also wonder what effect these advances 
will have on my brother retail dealers when 
they recall how they have given a good share 
of their profits since the last buyers’ strike 
to the customer, and how they have tried 
to keep up their sales and keep things 
moving until a brighter future dawned. 

“I wonder if they think this brighter day 
has arrived when they come face to face 
with these price advances with their farmer 
customer, who is still selling his wheat at 


the same old price of $1 per bushel and his 
oats at 25 cents, and who goes home with a 
load of bran which he bought to feed his 
hogs, and for which he paid $30 per ton, or 
practically the same price he received for 
his whole wheat. 


66 I HAVE just opened my Monday morn- 


“I wonder if it won’t be necessary for us 
to give this farmer customer all of our 
profits next year and trust him for what he 
buys besides. 

“I wonder how long my friend, the manu- 
facturer, expects me to make up this differ- 
ence between himself and my farmer cus- 
tomer. 

“I wonder if my bank account is large 
enough to last until the long-expected 
brighter day comes. 

“While I sit here wondering the front 
door opens and in comes a young man who 
asks permission to leave an auction bill. I 
recognize him as one of my good farmer cus- 
tomers, and call him back and ask him to be 
seated. I find out he is going to have a 
sale and I ask him to tell me the reason 


for it. This is what he tells me about his 
troubles: 

“ ‘Three years ago I bought a farm of 100 
acres at $100 per acre, which was not a high 
price at that time. I paid down $2,500, 
which was all I had, and during the first 
year built a barn worth $2,500 out of what 
I made. Since then I have not been able to 
pay my interest after paying the taxes and 
last week the man holding the mortgage 
foreclosed on me. After the sale I will 
leave the place without a cent of my own. 
I have lost my $2,500 and three years of 


hard work.’ 

“That was his story. 

“I wonder how many more of my cus- 
tomers will be in the same shape by another 
year. 

“TI wonder if the manufacturer is not sat- 
isfied for me to make up this difference until 
my capital is gone, or if he wants to shorten 
my time of existence by advancing his 
prices and making the difference still 
greater and my time shorter. 

“T wonder what he expects to do then.” 





























HARDWARE AGE 


The Single-Stroke Gothic Numerals 










October 12, 1922 














sole Single-Stroke GOTHIC Numerals — 


























used in show-card writing, but 

it may be safely said that the 
single-stroke Gothic numerals are the 
easiest for the beginner to learn. 
Each stroke or element of these num- 
erals is of the same thickness all the 
way around, or the exact width of 
the brush used. 


Simplicity of Construction 


If the reader will study the arrow 
instructions shown on the accom- 
panying plate he will observe the 
simplicity of the construction of each 
figure. For instance, the numeral 
“1” requires but a single downward 
stroke to form its basic part, the 
top and bottom being evened off by a 
short sideways stroke of the brush. 

The numeral ‘“2” requires but 
three single strokes of the brush. 
The first stroke is at the top and is 
made from left to right. The second 
is a center curved stroke starting 
where stroke number one leaves off 
and ending at the bottom line. The 
third stroke is a short horizontal 
stroke made from left to right. This 
completes the figure ‘‘2.” 

The numeral] “3” also requires but 
three strokes to complete, the first 
stroke greatly resembling the same 
as the first stroke in the numeral 
“2.” The second stroke taken in 
meking the numeral “3” is ex- 
actly the same as the strokes 3 in 
making numerals “5” and “6.” 


WV “used in kinds of numerals are 


This Style Is the 

Easiest for the 

Beginner—Some 
Suggestions 


for Price 


Tickets 


By JOSEPH BERTRAM JOWITT 


The numeral “7” is a very easy 
one to make as it requires but two 
single strokes to form its basic part 
and a slight touch here and there 
serves to straighten the edges. The 
numeral “8” is possibly the most dif- 
ficult and will require more practice 
to perfect than the others. 


Keep the Brush Flat 


The beginner should remember to 
keep the brush always in a flat 
chisel-edge shape. In order that this 
may be done care should be taken 
that the ink or water color is not too 
thin. When the ink becomes too 
heavy to work properly it should be 
thinned by adding a few drops of 
water at a time. (Some show-card 


writers use a fountain pen dropper 
while others use a small bottle with 
a slit cut in the side of the cork in 
order to regulate the amount of 
drops.) It is next to impossible to 
dip a brush in the ink and apply it 
to lettering in a dripping position. It 
should first be wiped out on a flat 
surface distributing the ink evenly 
through the hair at the same time 
shaping it in the proper position for 
a flat stroke. This process must be 
kept up continually while lettering. 

Red sable brushes are the best for 
show-card writing on account of 
the resiliency of the hairs and their 
perfect adaptability for use with 
water colors. 


Hints on Holding the Brush 


The proper position in which the 
brush’ should be held should be 
thoroughly impressed upon the mind 
of the beginner. Some, in their first 
attempts at lettering, hold the brush 
at the middle of the handle but it is 
impossible to obtain complete con- 
trol of the different brush strokes 
in this manner. The handle of brush 
should be held in an almost upright 
position with the first three fingers 
almost touching the metal ferrule. 
In this position complete control of 
the brush may with consistent prac- 
tice be acquired. When making small 
letters up to about 2 in. the hand 
may be steadied by placing the first 
joint of the little finger on the sur- 
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face to be lettered. This will give 
the other fingers the necessary sup- 
port and permit the worker to place 
each stroke where he wishes to. 

Another important thing to re- 
member is not to stop short in the 
middle of a single stroke, but go at 
it boldly. Remember the old saying, 
“Those who hesitate are lost.” 

One of the best ways to practice 
the different strokes is to draw with 
a rule and compass a series of say 
six or more, right and left oblique 
strokes, and the same number of 
horizontal, perpendicular and semi- 
circle strokes. Proceed to re-trace 
over these pencil lines with a brush 
and ink. Then try the same strokes 
without the guides. 


Watch Your Position 


In show-card writing as in art 
work of all kinds the necessity for 
maintaining a correct attitude of 
body cannot be over-emphasizezd. 
The beginner should assume an easy 
upright position with the drawing 
board held in such a position that 
it in no way interferes with the free 
movement of the arms and elbows, 
as facility is impossible. when the 
arm is held in an awkward position. 

Another important argument in 
favor of the easy, upright position 
is that of health. There is a ten- 
dency on the part of beginners par- 
ticularly to bend forward over their 
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work in such a position as to round 
the shoulders and cramp the lungs, 
and when once this becomes a habit 
the consequences are sometimes seri- 
ous. When the correct position is 
assumed at the beginning it will 
always be maintained, and by incul- 
cating an-attitude of mind that is 
tree from undue tenseness, will 
make the work of the student that 
much easier. 
The Drawing Board 


If possible the writer recommends 
that the beginner arrange a drawing 
board for show-card writing. This 
is best if built on a slant of say about 
45 deg. It should be at least 25 by 30 
in. This will be large enough to ac- 
commodate a full size sheet of card- 
board which measures 22 by 28 in. 
Nail a strip of wood 4 in. wide at 
the back and 1 in. wide at the front, 
allowing a fraction of an inch to 
protrude above the board in order to 
prevent cards from sliding off. If 
the side or edge of board is perfectly 
straight a “T” square may be used 
to rule the cards by sliding it back- 
ward and forward along the edge of 
the board. 

No one should ever attempt to 
write show-cards (practice work in- 
cluded) without first drawing the 
necessary horizontal guide lines. 

The reader’s attention is called to 
the illustration showing eight dif- 


73 


ferent standard-size price tickets. 
With such a variety as this it will 
not be necessary to waste cardboard 
by cutting odd sizes. A standard 
size full sheet measures 22 by 28 in. 
The full-size price cards may be cut 
from a full sheet without leaving 
waste: four cards, 11 by 14, eight 
cards 7 by 11, sixteen cards 514 by 7. 
The remaining sizes are 34% by 514, 
4 by 4, 234 by 314, 3 by 3 and 154 by 
23, inches. 

Show-card writing success is 
simply a matter of systematic prac- 
tice and determination to accomplish, 
what eight out of every ten are able 
to do. 


Duluth Show Case Co. Catalog 


A new catalog has just been issued 
by the Duluth Show Case Co., Duluth, 
Minn. The catalog, which is called No. 
14, is distinctive in many ways, as it 
shows the complete lines of wall fix- 
tures as well as show cases for the dis- 
play of hardware. The illustrations all 
show the cases and display panels 
sampled with hardware and suggest to 
the merchant the possible arrangement 
of samples on panels and in cases. 

The illustrations are very clear and 
the reading matter and descriptive text 
are complete to the smallest detail. 
Ideas and plans are featured and 
whether a merchant is interested in new 
fixtures or not, he can find much to in- 
terest him in this new catalog. 
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This shows the beginner the way in which he can make price tickets without unduly wasting material. 


11x 14m. 





Here are some 


suggestions as to the way in which it may be done 
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Coming Hardware Conventions 
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AUTOMOBILE ACCESSORIES BRANCH OF 
‘THE NATIONAL HARDWARE ASSOCIATION 
OF THE UNITED STATES CONVENTION 
AND EXHIBITION, Atlantic City, N. J., 
Oct. 16, 17, 1922. Headquarters, Hotel 
-Ambassador. T. James Fernley, secre- 
tary-treasurer, 505 Arch Street, Phila- 
delphia, Pa. 


NATIONAL HARDWARE ASSOCIATION OF 
THE UNITED STATES CONVENTION, At- 
lantic City, N. J., Oct. 17, 18, 19, 20, 
1922. Headquarters, Marlborough-Blen- 
heim. T. James Fernley, secretary- 
treasurer, 505 Arch Street, Philadel- 
phia, Pa. 


AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 18, 19, 20, 1922. Head- 
quarters, Marlborough-Blenheim. F. D. 
Mitchell, secretary - treasurer, 1819 
Broadway, New York. 


WESTERN RETAIL IMPLEMENT AND 
HARDWARE CONVENTION, Kansas City, 
Jan. 16, 17, 18, 19, 1923. H. J. Hodge, 
secretary, Abilene, Kan. 


TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
23, 24, 25, 1923. A. M. Cox, secretary, 
822 Dallas County Bank Bldg., Dallas. 


MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Denver City Audi- 
torium, Denver, Col., Jan. 23, 24, 25, 
1923. W. W. McAllister, secretary- 
treasurer, Boulder, Col. 


KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Jan. 23, 24, 25, 26, 1923. 
J. M. Stone, secretary, 202 Republic 
Building, Louisville. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Huntington, Jan. 30, 31, Feb. 1, 1923. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INcC., CONVENTION AND EXHIBI- 
TION, Indianapolis, Jan. 30, Feb. 1, 2, 
1923. G. F. Sheely, secretary, Argos, 
Ind. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, The 
Auditorium, Oklahoma City, Okla., 
Jan. 31, Feb. 1, 1923. W. A. Clark, 
secretary-treasurer, 209% West Main 
Street, Oklahoma City. 

IDAHO RETAIL HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION, Boise, Jan. 31, Feb. 1, 2, 1923. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


SouTH DAKOTA RETAIL HARDWARE 
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ASSOCIATION CONVENTION, January, 
(Place to be announced later.) 
H. O. Roberts, secretary, 1120 Metro- 


politan Life Bldg., Minneapolis, Minn. 


NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Omaha, Feb. 6, 7, 8, 9, 19238. Head- 
quarters, Rome Hotel. Exhibition at 
Auditorium. George H. Dietz, secre- 
tary, Little Bldg., Lincoln. 


MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 6, 7, 8, 9, 1923. 
Karl S. Judson, Exhibit Manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 


PAcIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Spokane, Feb. 7, 8, 9, 1923. E. E. 
Lucas, secretary, Hutton Bldg., Spo- 
kane, Wash. 


VIRGINIA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Norfolk, Feb. 7, 
8, 9, 1928. Thomas B. Howell, secre- 
tary, Richmond. 


WISCONSIN RETAIL HARDWARE ASSO- 
CIATION, Milwaukee Auditorium, Feb. 
7, 8, 9, 1923. P. J. Jacobs, secretary- 
treasurer, Stevens Point. 


PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Feb. 12, 
13, 14, 15, 16, 1928. Sharon E. Jones, 
secretary, 1314 Fulton Building, Pitts- 
burgh. 


OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Cleveland, 
Feb. 13, 14, 15, 16, 1923. Exhibition in 
the new Municipal Hall. James B. 
Carson, secretary, 1001 Schwind Build- 
ing, Dayton. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 
15, 1928. L. D. Nish, secretary-treas- 
urer, Elgin, IIl. 


Iowa RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des 
Moines, Feb. 13, 14, 15, 16, 1928. A. R. 
Sale, secretary, Mason City. 


OREGON RETAIL HARDWARE AND Im- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Portland, Feb. 14, 15, 16, 
1923. E. E. Lucas, sécretary, Hutton 
Building, Spokane, Wash. 


NortH DakoTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Grand Forks, 
Feb. 14, 15, 16, 1923. C. N. Barnes, 
secretary, Grand Forks. 





CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Palace Hotel, San Francisco, Feb. 19, 
20, 21, 22, 1928. Le Roy Smith, secre- 
tary, 112 Market Street, San Francisco. 


MissourRI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Feb. 20, 21, 
22, 1923. F. X. Becherer, secretary, 
5106 North Broadway, St. Louis. 


New YorK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPOSI- 
TION, Rochester, Feb. 20, 21, 22, 23 
1923. Headquarters, Powers Hotel, 
Sessions and Expositions at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 


MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Duluth, Feb. 20, 
21, 22, 23, 1928. H. O. Roberts, secre- 
tary, 1120 Metropolitan Life Building, 
Minneapolis. 


NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, 
Mass., Feb. 21, 22, 23, 1928. George 
A. Fiel, secretary, 10 High St., Boston. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, Southern 
Division, Convention, Fullerton, Feb. 
27, 28, 1928. H. L. Boyd, secretary, 
San Fernando Building, Los Angeles. 


CONNECTICUT HARDWARE ASSOCIATION 
CONVENTION (place to be announced 
later), February, 1923. H. S. Hitch- 
cock, secretary, Woodbury. 


HARDWARE ASSOCIATION OF THE 
CAROLINAS CONVENTION. (Place to be 
announced later.) May 8, 9, 10, 11, 
1923. T. W. Dixon, secretary-treasurer, 
Columbia, S. C. 


ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, May, 1923. (Place 
to be announced later.) L. P. Biggs, 
secretary, 815-816 Southern § Trust 
Building, Little Rock. 


NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Richmond, Va., 
June, 1928. Herbert P. Sheets, secre- 
tary-treasurer, Argos, Ind. 


SOUTHEASTERN RETAIL HARDWARE & 
IMPLEMENT ASSOCIATION CONVENTION, 
covering Tennessee, Alabama, Georgia 
and Florida. (Date and place to be 
ennounced later.) Walter Harlan, sec- 
retary-treasurer, 701 Grand Theater 
Building, Atlanta, Ga. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION. 
(Date and place to be announced later.) 
E. R. Gross, secretary-treasurer, Agri- 
cultural College. 
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Business Men Seek More Efficient Tariff Commission— 


Treasury Department Opposes Levying 
of Additional Taxes 


the tariff campaign in Congress 
will be heard in the House and 
Senate during the coming short session 
is already apparent. The political 
campaign will be a thing of the past 


[tte some very loud echoes of 


. when Congress reconvenes, but an un- 


precedentedly large fund must be pro- 
vided this coming winter for the main- 
tenance of the customs service and the 
United States Tariff Commission and 
the discussion of this budget will de- 
velop points of great interest to the 
entire business community. 

It is already clearly evident that 
Congress has stinted the United States 
Tariff Commission in the appropriation 
in the current budget for its support 
upon the new basis to which it has been 
expanded by the provisions of the flex- 
ible tariff and the discriminatory and 
retaliatory features of the Fordney- 
McCumber act. I have heretofore 
quoted Chairman Marvin’s statement 
that the staff of the commission will 
have to be trebled in order to carry 
forward the vast amount of research 
work imposed upon it by the new law. 


All Do Not Love Commission 


A good many of the high protection- 
ists in Congress are lukewarm in their 
support of the tariff commission which, 
in their opinion, has usurped some of 
the most important functions hereto- 
fore reserved to the House and Senate, 
but there is no disposition to starve the 
commission and it is expected that Con- 
gress will readily grant an appropria- 
tion running into many millions to 
carry on the commission’s new work. 

A highly interesting development of 


WASHINGTON, D. C. 
Oct. 9, 1922 
By W. L. CROUNSE 


quite recent origin is a movement set 
on foot by some important business 
men to induce Congress to divide the 
tariff commission into two separate 
bodies or to create a new body to be 
clothed with certain of the functions 
delegated by the new tariff law. It is 
pointed out by the advocates of this 
change that the research work of the 
commission bears little or no relation 
to the quasi-judicial functions bestowed 
by the Fordney-McCumber act of hear- 
ing and determining the justice of com- 
plaints respecting the rates and classi- 
fications of the new law. 

The Chamber of Commerce of the 
United States recently declared that 
the usefulness of the tariff commission 
would be seriously impaired if it 
were required to continue its research 
work and at the same time assume the 
difficult task of acting as judge and 
jury in the adjustment of the flexible 
rates provided by law. This view is 
expressed in a letter sent to members 
of Congress during the closing days of 
the debate upon the tariff bill, Presi- 
dent Julius H. Barnes who signed the 
communication strongly urging that a 
separate governmental body be created 
to adjust rates. 


Quasi-Judicial Duties Most Important 


“The field of work to be covered in 
applying adjustable rates,” said Mr. 
Barnes, “is broad enough and sufficient- 
ly varied to warrant two separate bod- 
ies—the present tariff commission with 
its statisticians, research workers and 
field agents to continue the highly im- 
portant work of investigating and ad- 
vising, a new tariff adjustment board 


to hear evidence and to render de- 
cisions within limits set by Congress. 
If Congress adds new duties and quasi- 
judicial functions to the present duties 
of the tariff commission, it will en- 
danger the usefulness of that body, the 
creation of which our organization ad- 
vocated, in accordance with the ex- 
pressed position of our member or- 
ganizations, and the maintenance of 
which we have always supported.” 

Although Congress will be slow to 
consider any modifications of the Ford- 
ney-McCumber law at the coming short 
session it will be practicable, if the sen- 
timent is sufficiently strong, to attach 
riders to the appropriation bills divid- 
ing the commission or creating the 
separate new body for the discharge of 
the quasi-judicial functions delegated 
by the new law. The ‘sentiment in 
favor of this change, however, will 
have to be practically unanimous for, 
under the rules-of both houses, such a 
change would be subject to the point 
of order that no new legislation can be 
added to an appropriation bill except 
by unanimous consent. 


Regret Abandonment of Free Zones 


Much regret has been expressed in 
many quarters that the Conference 
Committee in its final agreement upon 
the terms of the tariff bill should have 
thrown overboard the free zone pro- 
vision added by the Senate. This pro- 
vision had already run the gantlet of 
the Senate Committee on Commerce 
which had reported it favorably after 


protracted hearings. 





(Continued on page 92) 
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Suggestions for Thanksgiving Publicity 


Making Folks Think in Advance 


No. 1 (2 cols. x 6 in.) 

Thanksgiving is just around the cor- 
ner when it comes to buying and sell- 
ing. First, however, you must adver- 
tise Thanksgiving specials and this 
takes time and then your readers will 
take more time to think it over and 
finally when sales are made, Thanks- 
giving nearness will be reduced to a 
handful of days, if we may so speak. 

So, therefore, we present to you a 
group of Thankgiving ads which have 
demonstrated their sales power. There 
is ample time to get these ads in your 
newspapers and bring folks around to 
planning a little in advance. 

The Buchanan ad shown herewith 
features seven needs for the Thanks- 
giving table and the Thanksgiving 
kitchen. The cut reminds the housewife 
that the season of home cookery will 
soon be on full blast. This is a very 
good type of Thanksgiving ad and cov- 
ers considerable stock. 











“A Perfect Thanksgiving Dinner” 


The joy of the feast depends on correct table appoint 
ments as well as good cooking 


Why not a new CARVING SET for Thanksgiving? 


Wouldn't you enjoy using it Wouldn't your guests 

admire it? 

Other equipment for cooking and serving a good dinner 
ROASTERS PIE PLATES 
BAKING PANS CASSEROLES 
BUTCHER KNIVES COOK'S KNIVES 

AT YOUR SERVICE 


Buchanan Hardware Co. 


PHONE 63 RICHFIELD SPRINGS, N.Y 








j 


1—This Buchanan ad with its well- 
drawn illustration and its inclusive 
copy will stir up interest in Thanks- 
giving needs 














Pryex Ware 

Pyrex saves fuel, food and labor— 
absorbes all the oven heat and bakes 
food quickly—allows you to use the 
less expensive kind and yet have de- 
licious focd—savee- ia! 
wash it as easily as china or silver— 
never discolors, rusts, crazes, dents or 

ips. 


Kitchen Knives 


ch 
individual Ramakin 











Ring Handle Scoop -.....-------- Bc 


Slotted Mixing Spoon .... 
Egg Whip -...... 
Four Sided Grater - 
-can | Potato Masher -... 
Soup Strainer _.. 
Lemon Squeezer _.. 
Measuring Glass ._. 
Potato Ricer -.._ 





Prepare for Thanksgiving by taking advantage of the timely of- 
ferings we have arranged and mention below. 

Here are articles that you will need for preparing, cooking, serv- 
ing and eating your Thanksgiving Dinner and many more dinners 
thereafter. Every article we offer here is of our usual high quality 
and fair prices for this pre-Thanksgiving event. 


Kitchen Utensils . 

Choose now from our assortment of 
these good quality kitchen articies. 
Add a few of these good knives, 
spoons., etc., to your cooking outfit— 
they are inexpensive, yet they add 
considerable convenience to cooking. 





Carving Sets That Will See 
Many Thanksgiving Days 
Our Carving Sets are not made sim- 

ply to sell—they are made to carve 

and cut for many yeare—only the best 
of cutlery steel goes into them and 

.--%5¢ | the handles are of finest stag horn or 
30c | other excellent materials. Sets finely 

"hid finished and fitted in cloth lined case. 

Carving Set No. 024 -._........- $5.00 

Carving Set No. 043 _.._. 








Pie Plate, six sided .._. 
Oval Dish with Handle 





Oval Dish, covered .... 





good Roaster. 





Aluminum Ware 
Aluminum ware brings a new cook- 
ing joy to your kitchen and an added 
touch of beauty to your table. 
Compared with ordinary kitchen 
ware, aluminum has from five to ten 
| times the wearing quality. 
Every little refinement of design and 
utility dear to a woman's heart is 
found in our Aluminum Ware. 


saved on meats. 





Roasters 


In preparing the Thanksgiving din- 
ner the important part is to have a 


Our Roasters give you all the meat 
substance and savor—they earn their 
cost several times a year in what is 


Our Lisk Rokster saves labor. Any- 
one can use a Lisk Roaster. 
meat in the oven and leave it alone 
until the clock says “Done!” 

There is nothing to watch but the 


Carving Get No. 0045 .._. 
Carving Set No. 02411 ....... 
Carving Set No. 01161 -........- $7.50 
Carving Set No. 064 ......_.....' $8.00 






Graps Fruit Knives -_-.. 
4 


La 
Woodenware 

This offering of Woddenware at this 
time is an opportunity for you to add 
a number of handy wooden articies to 
the kitchen and cooking outfit just at 
the season of the year when you will 

need them most. 
Below is a list of many useful items 





Put the 


at little pricés. 


Aluminum Coffee Pots, -..$3.95, $4.55 clock. They're easily cleaned and | Wooden Spoons 
Aluminum Tea Pots __.___ $4.00, $4.45 | Sanitary. Ladele -...-.-.-... 
setanes btn fea $6.30 Come in soon and see our Roasters. | Potato Mashers 
juminum Double ers te $4.80 
Aluminum Convex Kettles ...._- $2.45 | Enameled Roasters -...._..____ $3.00 Sutter Spedes, per pair - 
Aluminum Omelet Pans _....._- $1 Enameled Roasters $3.25 Trays ---..---.--.------- 56c 
Aluminum. Measures .... 86c to $1.65). Rolling Pins - 
Aluminum Percolator _......-._- $3. Enameled Roasters --.......... $4.50 | Butter Moulds _.- 
Many other articles in Aluminum. Aluminum Roasters ........____ $6.00 | Chopping Bowls ........- 5c to $3.75 











quattry JOHN E. LARRABEE CO., Inc. 


FAIR 
PRICES 


2—This Larrabee ad shows you how to lay out a Thanksgiving special ad for your 
store paper 


The Thanksgiving Special Ad 
No. 2 (8 in. x 9 in.) 


This ad illustrates how prior to 
Thanksgiving alert merchants boost a 
general line of kitchen and table needs. 
The season is most propitious for such 
publicity and the low prices offered in- 





duce quick action. We have found in 
the past that this is the most success- 
ful type of Thanksgiving ad where 
large space is used and where Thanks- 
giving needs are featured in the store 
paper. This ad was used originally in 
Hardware News, published by John E. 
Larrabee Co., Amsterdam, N. Y. 
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Store paper editors should get busy 
now and make up a Thanksgiving page 
along these lines for their November 
numbers which of course are in the 
hands of the public late in October or 
at least during the first week in Novem- 
ber. ’ 

The opening talk used in this store 
paper ad is well worth modelling after. 
Note that this copy refers to subse- 
quent use of items after Thanksgiving. 
That is the spirit in which Thanksgiv- 
ing ads should be handled. Thanks- 
giving is really more or less a season- 
able date for the dealer to push his line 
of goods for the home kitchen and table. 
By tying up to the holiday, his ads 
are given greater timeliness and pull- 
ing power. 


Featuring Carving Sets in Small Space 


No. 8 (2 Cols. x 4 in.) 

Carving sets are the piece de resist- 
ance of Thanksgiving publicity and 
many dealers prefer to devote an en- 
tire ad to featuring them. In case you 
wish to use a small ad here is a mighty 
good one to pattern after. The text 
mentions the make, style handles and 
quotes price, in addition to having a 
great deal of eye-catching value 
through using large type for the head- 
ing and price. 


A Special Newspaper Ad 


No. 4 (3 cols. x 14 in.) 

Here is a Thanksgiving special ad 
used by the Gross Hardware Co. which 
represents our idea of a forceful com- 
bination Thanksgiving sale. Starting 
off with the ever-popular carvers, the 
copy next introduces silverware and an 
electric coffee set to grace the holiday 
table. Then come the roasters and the 
assorted kitchen needs, making up an 
announcement that is of real interest 
to every housewife. 

The ad is well designed and laid out. 
The heading is very good as are the dif- 
ferent cuts and these features make 
it specially inviting to the eye. 

The main heading of this ad is espe- 
cially good in that it immediately sug- 
gests the Thanksgiving spirit through 
the use of the illustration of the Puritan 
father and the pumpkin. Anything of 
this sort is bound to attract the atten- 


| 


THANKSGIVING 
Carving Sets 


“Sure Edge” 


The Complete Robeson Cutlery Co. Line 
at greatly reduced prices 


Three piece sets in Pearl, Genuine Stag and Tusk 
Sterling Silver mounted 


$7.00 to $15.00 


Howard's, 


3—I1f you wish to give carving sets a 

good boost and yet confine yourself 

to small space, you'll do well to 
follow this Howard ad 














HARDWARE AGE 


77 





C- 
GAME * SHEARS—with warranted steel blades, 
nicely nickeled and 9 inches long. Just the thing 


for partitioning fow). 
Sale price— 1.98 
We have in stock a lete line of H. 








You'll enjoy doing the carving with one of our carv- 
ing sets and fowl prepared in a roaster from Gross’ 






kels Twin Brand Solingen and Sheffield English Carving Sets 
ranging in price up to $25. 


BEEF CARVERS 
with Stag Handle, 8 in. long, war- 
ranted steel blade, double metal 
bolstered. Set consists of 2 98 
three pieces. Special— e 

CARVING SETS 
Perfected Stag Handles, Yankee 
Bolsters, 8 inch crucible steel 
blades, a three piece set 3 95 
and in lined box, Sale price Ue 
MABS GAME AND FOWL SHEARS—Extra heavy 
with 10% inch blade. 


Fully nickeled and 
polished. Special at— 3.45 











Urn Set 
This beautiful Grecian 
er and beautiful trays. 
but is 
cocobola_ style 


& \\ handles. Very 
= special at— 





Electric Coffee 


tern Coffee Urn Set, consist- 
ing of urn, sugar and cream- 


is not only a time saver 
attractive and an 
asset to any household. 
Beautifully nickeled with 


392 








a 





rs Silver Plated Gravy 
|dle— 


1.65 


La 


Rogers Silver Plated Butter Knife or Sugar 
Shell— 69c 


Sale Price— 


tilating cover. 





roasts. Regular 


Cream 
Beaters 


Genuine Dunlap egg or cream 
beaters, silver blade & 
howl; reg. 1.25, sale 73¢ 


IRON 
ROASTERS 
With cover containing the 
self basting zig zag crown. 





. WEST BEND ROUND DOUBLE ROASTER, made of heavy 16 gauge 
aluminum. Self basting and with ven- 


Regular 3.50. Special at— 
ROUND ALUMINUM ROASTERS, a real 
Thanksgiving need for small 


Wagner Drip Drop 





ROGERS SILVERWARE 
WM. ROGERS SOLID NICKEL SILYEK 
KNIVES AND FORKS—per set of 
6 pair— 3.95 
pat- | SILVER PLATED KNIVES ANy 
FORKS—Single plate. Per set of 6 pair 1.98 
FANCY 
It PATTERN 
HEAVY 
SILVER 
PLATE, 
KNIVES 
4 naa 
cs 
6 pair in cardboard “a 
box— 2.95 





yay Silver Plated Ovster Forks, per st 295 
ee Plated Butter Spreads, per 2.95 


Thanksgiving Roasters and Kitchen Needs 


(Third Floor) 


LISK ROASTERS,-that well known kind in turquoise blue with white 
enameled removable tray, 8 Ib. capacity, Reg. 4.25 


3.59 





8-1b. size. 


2.49 
Sale price FOC 


1.39. 


Food Choppers 
Universal food choppers. Just 
the thing for chopping mince 
meat and dressing. Easily 2.50 
sleaned. Special price— 

>— 





NO. 7 
WAGNER 
Cast 
ALUMINUM 
ROASTERS 
With zig zag crown in cover. 


This is not a plain aluminum 
but a cast aluminum roaster. 








and retinned; loose bot- 
tom spring cake pans. 
Regularly 50c, sale price 


a 38 


$1.50 White 
Japanned Bread 
or Cake Boxes 
With gold band and 


round corners. Size 
14x10x9%, . 
Sale— 98c 





Housefurnishings Regular price 2.85, Reg. 6.50, Sale 'o ishi: 
Third Floor. Special for— 2.29 Price— 5.69 Third Floor. 
Handy Cake Heavy Aluminum Fry Pan Tort Cake 
Well riveted handle, 9 inch diameter and 
Pans made of heavy gauge aluminum. 89c Pans 
-9-ineh, heavy tin plated | Reg. 1.39, Sale— 9 inch heavy tin plated and 


retinned spring tort cake 
pans with tube and loose 
bottom. Cake can be released 
from pan without breaking. 
Regularly 60c. Sale price— 


48 E| 




















4—Thanksgiving offers you a real 
related articles. 


tion of readers, especially if it is used 
before some days in advance of the 
holiday and before the susceptibility of 
readers is blunted by a plethora of ad- 
vertising of this kind. 

Another noteworthy feature of this 


opportunity to advertise a group of 


This Gross ad shows you how 


ad is the lack of crowding and the ease 
with which it may be read. The illus- 
trations have also been arranged to 
give a well balanced effect. 

All in all it proves that many items 
may be shown in a limited space. 
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LTHOUGH we have progressed but a 
short distance in the month of October 
there is a widespread feeling throughout all 
branches of the trade that the business for the 
current month will exceed that consummated 
during September. Reports from the various 
trade centers throughout the country state that 
optimism and confidence in the future are 
general. 

Price advances, although still numerous, are 
not being recorded with the frequency that 
characterized conditions of a few weeks ago. 





WEEKLY MARKET SUMMARY 









Further advances are predicted in a number 
of lines and these will take place in the near 
future. 

The shortage of cars is serving in a measure 
to retard steel production and it is stated that 
nothing can be done to remedy the situation 
until cars now being used for the transporta- 
tion of coal can be turned to other uses. 

Various centers report excellent sales of 
merchandise of a fall and winter nature and 
holiday purchasing is well under way in a 
number of sections. Collections are improving. 

° 








NEW YORK 


Market Observations 


HE hardware market continues to rise. Each week 
manufacturers announce revised prices—always up- 
ward. Jobbers report that this influx of price advances 
has stimulated dealer buying. Retail stocks generally 
are light, though the average dealer is carrying a larger 
and better variety of merchandise than he has had during 
any period of the last three years. Roller skates are very 
scarce, and much in demand. It is impossible to get cer- 
tain models in quantity lots. Mechanics are buying hand 
tools at fairly stiff prices. Axes and hand saws are in 
such demand that jobbers have expressed some appre- 
hension lest there be a shortage. Wholesalers report 
active pick-up business in all departments. Regular city 
trade or store business is very healthy. The trade gen- 
erally is busy, and the consensus of opinion seems to 
express satisfaction in current conditions and fullest con- 
fidence for the fall and winter season. September is said 
to have been a good business month, and the jobbers say 
that October will show better results. Dealers are con- 
tinuing to order snow shovels, sleds and other winter 


Automobile Accessories.—Early fall revisions in price on some styles that 
touring has been exceedingly popular will be noted in the following schedules. 
because of the mild weather. This has It was announced last week that some 


specialties. 


In some sections they have taken delivery 
this week. 


Current Advances 


J OBBERS in this section were questioned last week as 
to their opinion on the price situation. Varied ex- 
pressions were heard, but all agreed on one point, that 
there was no indication of any breaking point in the 
steady advances that were announced for the last four 
or five weeks. They all agreed that advances would con- 
tinue, and that there would be no decline for some months. 

Among the important price changes announced by local 
jobbers are the following: 

Domestic blind adjusters, japanned, are now quoted at 
$4 per doz. for 18-in. size. Galvanized, same size, is 
quoted at $5 per doz. 

Shot has advanced 10c. per 25 lb. bag. 

Machine screws have been advanced 10 to 15 per cent. 

Machine screw nuts, iron, now take a discount of 334% 
per cent, and brass takes a discount of 60, 10 and 5 
per cent. 

Cloth ventilators have been advanced 10 per cent. 


cent; 9/16 to % in., 50, 10 and 5 per 
cent; 11/16 to 1 in., 40 and 5 per cent. 


Drapery Hardware.—As a fall spe- 


reflected itself in the sale of automo- jobbers advanced prices 5 per cent. The Cialty, this is a very active item, though 


bile accessories, there having been a advance seems more general this week. 


slight increase in business in this line. Business is active. 
The demand is particularly for lug- 
gage carriers, bumpers, stop lights and 


specialties. 5/16-in., 15c. per I1b.; 
Axes and Hatchets.—As mentioned 
in the lead of this market, local stocks per | 


on axes are none too plentiful. In fact 
they are somewhat broken, according to 


: “ cent. 
reports. An active demand continues. 


Jobbers’ quotations, f.o.b. New York: 
Square nuts, %-in., 16c. per Ilb.; 


lb.; 7/16-in., 12c. per lb.; %-in., 11c. 
per es 5g-in., 10c. per lb.; %-in., 9c. 


Common carriage bolts, % x 6 in. 
and smaller, 30 to 30 and 5 per cent; 12-ft. lengths, %-in., 2%c. per ft.; 


larger and thicker, 30 to 30 and’ 5 per 


Machine bolts, % x 4 and smaller, 
40 to 40 and 5 per cent. doz. 


it is said that cooler weather would in- 
fluence more people to put up winter 
curtains and draperies, which would 
naturally reflect in a larger retail sale. 
Stocks appear adequate, and prices 
steady. 


Jobbers’ quotations, f.o.b. New York: 
Curtain Rods.—Iron, brass plated, 


3%-in., 13c. per 


%-in., 34%4c. per ft. Extension rods, 
3/16-in. brass tube, solid inner rod, 
extends from 23 to 42 in., 38c. per 
Extension rods, \%-in. brass 









Ordinary grade handled axes, 3 to 4 
b., $45 per doz. net; 3% to 4% lb., 
$15.50 per doz. net; 4 to 5 lb., $16 per 
doz. net; 4% to 5ie lb., $16.50 per doz. 
net; 5% Ib. solid, $17 per doz. net. 

Jobbers’ quotations, f.o.b. New York: 

ae t edge py! pattern axes, 

to 4 lb., $17.25 per doz. net; 3% to 
tg lb., $17. 75 A doz. net; 4 to 5 Ib., 
$18.25 per doz. net. 

Connecticut pattern axes, 3 to 3% 

> Ib., $17 per doz. net. 

Hatchets, full polished half and 
shingling,’ No. 1, $18.80 per doz.; No. 
2, $19.40 per doz. 


Bolts and Nuts.—There are additional 


Lag screws, 40 to 40 and 5 per cent. 

Semi-finished hexagon bolts, 9/16 
and smaller, 65 per cent; larger and 
thicker, 60 per cent. 

Tinners’ rivets, 50 to 50 and 10 per 
cent. 

Hexagon machine screw nuts, iron, 
33% per cent; brass, 4/32 and 14/20, 
ge 50 and 10 per cent from new 

st. 

Toggle bolts, steel bright finish, 75 
per cent. 

Stove bolts, 75 to 75, 10 per cent. 

Iron rivets, 50 to 50 and 10 per cent. 
Solid copper rivets, 40 per cent. 

Lock washers, 3/16 to % in., 70 per 








tubes, brass ends, extends from 24 to 
44 in., 95c. per doz. 

Curtain Poles.—Mahogany and oak, 
ys $3.50 per 100 ft.; 1%-in., $5 per 
1 

Curtain Pole Sets. —Consisting of 1 
pr. of ends, 1 pr. of brackets and 10 
rings, 1l-in., mahogany finish, $3.85 
per doz. sets; 1%-in. mahogany fin- 
ish, $3.25 per doz. sets; l-in. oak 
finish, $3.85 per doz, sets; 1%-in. oak 
finish, $3.25 per doz. sets; 1-in. white 
enamel finish, $6.45 per doz. sets; 1%- 
in. white enamel finish, $6.40 per doz. 


sets. 
Pole Rings.—Polished steel brass 
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plated, 114-in., 32c. per doz.; 1%-in., 
36c. per Wooden pole rings, with 
screw eyes, mahogany, 1%4-in., $1.30 
per 100; 1%-in. mahogany, $1. 40 per 
100; 144-in. oak, $1.30 per 100, and 
1%-in., $1.40 per 100. List +40. 

Pole ‘Ends.— Polished brass, for 1-in. 
pole, $2.75 per doz.; for 1%-in. pole, 
$4.50 per doz. 

Pole Brackets.—Steel brass plated, 
l-in. pole, 48c. per doz.; 1%4-in. pole, 
48c. per doz. 

Drapery Hooks.—Metal, steel plated, 
48c. per gross. Solid brass, 89c. per 
gross. 


Galvanized Pails.—There is some in- 
creased interest for galvanized pails at 
varying prices. Stocks appear ade- 
quate, 


Jobbers’ quotations, f.o.b. New York: 
Light galvanized pails, 8-qt., $2.25- 
= 87 per doz.; 10-qt., $2.50-$2.59 per 


doz.; 12-qt., $2. 80 per doz.; 14-qt., 
= 10- $3.14 per doz.; 16-qt., $3.75 per 
> oe galvanized pails, 12-qt., 


$3.65 per doz.; 14-qt., 
16-qt., $5 per doz. 


Hand Tools.—There is a very active 
demand for all kinds of hand tools. 
Retail dealers report that mechanics 
are generally asking for good quality 
tools. Stocks are fair, and no further 
advances are reported. 


Jobbers’ quotations, f.o.b. New York: 
Claw hammers, No. 1 size, $13.36 
per doz.; No. 1% size, $12.74 per doz.; 
No. 2 size, $11.48 per doz. 
Machinists’ hammers, 8-oz., $8.40 per 
doz., 12-0z., $12 per doz.; 16-o0z., $8.60 
per doz.; 20-oz., $9.45 per doz 
Hand Drills.—Steel frame, nickel 
plated, cut gears, black enamel, 
length, 11 in. without drill points, 
$2.30 each. Same, large size, length, 
12% in., $2.42 each. Same, black 
enamel frame, 12% in. long with 8 
drill points, $2.17 each. Same, solid 
steel frame, detachable steel handle, 


$3.10 per doz.; 


hollow end handle, partly nickel 
plated, 11 in., no drill point, $1.91 
each. 


Breast Drills.—Malleable iron frame, 
adjustable breast plate, barber chuck, 
forged jaws, cut gears, 2-jaw chucks, 
15 in., $2.35 each. Same, cast iron 
frame, 8 in., $3 each. Same, ball bear- 
ing, malleable iron stock, chuck and 
crank nickel plated, with level at- 
tachment, 17% in., 2-jaw, $3.83 each; 
3-jaw chucks, $4.35 each. 

Bit Holders.—Extension ba pol- 
ished steel, made to follow % in. bit 
and larger, packed 1 in a box, 12 in., 

1.40 each; 15 in., $1.43 each; 18 in., 
1.45 each; 24 in., $1.55 each; 30 in., 
$1.65 each. 


Linseed Oil.—Reports indicate a de- 
cidedly firmer market for linseed oil, 
though buying is still confined to small 
lots. Generally speaking, stocks of 
spot oil are small. Carload lots are 
quoted from 82 cents to 84 cents; smal- 
ler quantities proportionately higher. 

Mail Boxes.—This has become quite 
an active line, due undoubtedly to the 
recent Government edict that all homes 
and offices should be equipped with 
mail boxes or slots. Stocks so far have 
been sufficient. As this ‘issue goes to 
press prices appear firm, though there 
is no guarantee that they will continue 
so. 


Mail boxes, stamped steel, 11%-in. 
x 5-in. x 3-in., 2 flat keys, tempered 
steel clips for newspapers, black 
japanned finish, $8 per doz. Same ox- 
idized zine rust proof finish, $12 per 
doz. Same 114% x 5% x 2\-in., brass 
panel with name clip for card and 
newspaper spring clip, furnished with 
screws, brass plated finish or antique 
copper finish, $13.50 per doz. 

Mail boxes, sheet steel, 10% x 5% 
x 2%-in., lever lock, 2 flat keys, glass 
panel, black enamel finish, $31.70 per 
doz. Same, antique copper, $21 per 


doz. 

Mail box, steel, 11l-in. x 14-in. x 
4-in., aluminum finish, 5 lever locks, 
2 flat keys, $53 per doz. 
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Nails.—There is a continual specula- 
tive tone to the nail market, and vary- 
ing quotations are offered. Stocks are 
somewhat broken, and wire nails are 
particularly scarce. There is a very ac- 
tive demand. 


Jobbers’ quotations, f.o.b. New York: 

Wire_nails, $3.75 to $3.90 base per 
keg. Blued wire nails, 3d fine, $5.35 
to $5.50 net per keg. Cut nails, $4.10 
to $4.20 base per keg. Coated nails, 
$3.25 to $4 base per keg. 

Wire nails and lien jn small lots, 
75 and 10 per cent off list. 

Roofing nails, 1 x 12, per 100 Ib., 
$6.95 for galvanized and $5.20 plain. 

Wholesale prices vary in different 
parts of the city. 


Naval Stores.——Business in naval 
stores is fair, with slight advances all 
through the line. Buyers seem ex- 
tremely cautious about placing business 
for quantities. Buying is practically 
limited to current necessities. 

Prices to the retailers f.o.b. New 


Yori. 
Spirits of ae in bbls. ex 


yard, $1.38 to $1 
Rosin in the various grades is ayetet 

as follows: For grades B, D, 

H, I and K, $6.50; for M, $6.55; for N 

grade, $6.75; WG grade is “quoted 

$7.50; and WW at $7.95. 
Rosin oils, first run, 40c.; 
run, 46c.; third run, 50c. 
Tar, retort, $11; pitch in bbl., 200 
lb. @ $6; tar kiln, $12.50. 

Rope and Twine.—There are practic- 
ally no new developments in this 
market. Stocks are ample and the de- 
mand fair. At press time there is no 
verified prediction of any price advance, 
though the possibility of such an in- 
crease is a matter of discussion among 
some of the jobbers who seem to feel 
that the manufacturers will shortly an- 
nounce the change. ‘Consultation with 
two or three leading manufacturers who 
have offices in this city, do not dis- 
close any such intention. 


Jobbers’ quotations, f.o.b. New York: 
Manila rope, No. 1 grade, 18c. to 
19\%c. per lb. Hardware grade, 18%4c. 


second 


per lb. Sisal, No. 1 grade, 15c. per 
lb.; sisal, No. 2 grade, 13c. per Ib. 


Bolt rope, 23c. per Ib. 

Lath yarn, 18c. to 15c. per Ib. Jute 
wrapping twine, 20%c. to 25%c. per 
lb. India hemp twine, No. 6, 16c. to 
18¢c. per Ib. 


Sash Cord.—There is a steady de- 
mand for sash cord at firm prices. 


Stocks are fair. 
Jobbers’ quotations, f.o.b. New York: 
Cotton sash cord, 39%c. to 43c. 
base per lb. 
Prices vary according to grade. and 
= also in different sections of the 
city. 


Sash Weights.—Fair buying at stiff 
prices characterize the sash weight 
market. Stocks are said to be in fairly 
good condition. 


Jobbers’ quotations, f.o.b. New York: 

- Sash weights, $3.15 per 100 lb. from 

New York stock. $2.75-$2.90 per 100 
lb. from factory. 


Screws.—This is a good staple item, 
with a consistent demand, at strong 
prices. Stocks are said to be adequate. 


Jobbers’ quotations, f.o.b. New York: 

Wood screws, iron bright, flat head, 
77% and 5 per cent; round and oval 
head, 75 and 5 per cent; iron blued, 
flat head (add 5 per cent to net 
amount of invoice), 77% and 5 per 
cent; iron blued, round head, 75 and 
5 per cent; brass, flat head, 72% and 
5 per cent; brass, round and oval 
head, 70 and 5 per cent; galvanized 
screws, 62% and 5 per cent. 

Rolled thread machine _ screws, 
stove, iron, flat and round, No. 2 and 
No. 3, 69-19-10 per cent; No. 4 and 
larger 70-10-5 per cent; fillister, No. 
2 and No. 3, 55-10-5 per cent; No. 4 
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and larger, 60-10-10 per cent. Brass, 
flat and round, No. 2 and No. 3, 
55-10-5 per cent; No. 2 and No. 3, 
50-10-10 per cent; No. 4 and larger, 
55-10-5 per cent. 

Some jobbers quote an extra on 
wood screws of 20 and 5 per cent. 

Cap screws, 70 and 10. per cent; set 
screws, 70 per cent. 


Stove Pipe.—A good consistent de- 
mand is to be expected on stove pipe 
from this time on. Stocks appear 
ample, and jobbers say that prices are 
considered stiff. 


Jobbers’ quotations, f.o.b. New York: 

Black iron stove pipe, No. 28 gage, 
12 lengths in a bundle, 4-in., $1.40 to 
$1.60 per doz. lengths net; 4%-in., 
$1.55 to $1.75 per doz. lengths net; 
5-in., $1.75 to $1.95 per doz. lengths 
net; 5%-in., $2 to $2.25 per doz. lengths 
net; 6-in., $2.25 to $2.50 per doz. 
lengths net. 


Snow Shovels.—All talk on advances 
on this line seem to have died out for 
the time being, though there is no 
definite assurance that there will not 
be an increase. The early interest 
shown for this item reassures the job- 
bers of a good winter business in sea- 
sonable goods. Stocks are ample. 


Jobbers’ quotations, f.o.b. New York: 

Galvanized steel snow _ shovels, 
ribbed steel blade, 7% x 10-in., ash 
D handle, $2.40 per doz. Same, ribbed 
steel blade, 21 x 16-in., reinforced 
back, D handle, $11.50 per doz. Same, 
spring steel blade, 16 x 18-in. japanned 
D handle, $9.85 per doz. 


Sleds.—Some dealers are taking de- 
liveries on sleds. Jobbers report fairly 
good orders. Stocks are fair. 


Jobbers’ quotations, f.o.b. New York: 

ape —List prices Flexible Flyer, 
No. 1, $3.75 each; No. 2, $4.50 each; 
No. 3, $5.75 each; No. 4, $6.25 each; 
No. 5, $8.50 each. Junior Racer, $6 
each; Racer, $6.75 each; No. 4, with 
foot rest, $7.75 each; No. 5, with foot 
rest, $11 each. 

Discounts.—From New York stock, 
33% per cent; f.o.b. factory, 35 per 
cent. 

List Prices.—Fire Fly, No. 9, $2.30 
each; No. 10, $2.75 each; No. 11, $3.40 
poe No. 12, $3.75 each; Racer, $4 
eac 

Discounts.—From New York stock, 

40 and 5 per cent; f.o.b. factory, 40 

and 10 per cent. 

Weather Strips.—This is the season 
when dealers should be interested in 
weather strips, but the possibility of 
coal being a little scarce, and surely 
high in price, home owners will un- 
doubtedly take every means of getting 
the maximum heat out of the fuel con- 
sumed. Weather strips will help in 
this. Jobbers report fair stocks, and 
a fairly good current demand at the 
prices quoted. These discounts are 
against the standard lists. 

Rubber Weather Strip. — Walnut, 
hazel, cherry, stained, 50-10 per cent; 
ash, oiled, 3344-5 per cent; any of the 
above polished, 25-5 per cent; white 
enameled, 20 per cent; packed cush- 
ion, 12% per cent; Nos. 0-7 double 
rubber, 70 per cent; Nos. 60-65 felt 
weather strip, 60 per cent; Nos. 70-75 
clincher felt, 50-10 per cent; Nos. 22-29 
single edge, 25 per cent; Nos. 18-20 
cushion, all felt, 25 per cent; Nos. 
8-11 flexible, all rubber, 60 per cent; 
Nos. 00-07 single edge rubber, 70 per 
cent; metallic flexible weatherstrip, 
60-5 per cent; metallic (in 7 ft. 
lengths), 60-5 per cent. 

Window Glass.—Jobbers report light 
stocks and fairly active business on 
cheaper grades. 


Jobbers’ quotations, f.o.b. New York: 
A single, 84 per cent; B single, 86 


per cent; A double, 85 per cent; B 
ge 88 per cent. List of March 1, 
1913. 











Office of HARDWARE AGB, 
1505 Otis Building. 
Chicago, Ill., Oct. 7, 1922. 


ENERAL improvement is noted in 
G the hardware business of this sec- 

tion. Each week the volume 
shows an increase and business men 
state that conditions are rapidly be- 
coming normal with an ever increasing 
tendency towards prosperity. 

There were not so many price changes 
put into effect this last week. This is 
probably due to the fact that most of 
the manufacturers have already made 
advances and the present period is sort 
of a lull until the next advances be- 
come necessary. 

After the flurry of the rail and coal 
strikes it took some time to settle down 
and determine whether prices had been 
unduly inflated and would not remain at 
their high levels. There seems to be 
no doubt among the big hardware buy- 
ers of this section about the continued 
rise of prices. While the week just 
passed does not show any great increase 
in price changes and does not compare 
with the advances put into effect dur- 
ing the three previous weeks, there 
were enough of them to know that there 
was very little indication of any break- 
ing. 

Manufacturers are telling local buy- 
ers that new supplies of raw material 
and fuel will increase costs and that 
higher prices can be looked for without 
question. Some jobbers’ stocks are low 
in certain lines and replenishments are 
not easily obtained. This will also have 
a tendency to increase prices. 

Mail order houses have shown a gain 
for the month which followed a set- 
back earlier in the year. More dealers 
are in the market and are quite active 
in the selection of Christmas stocks. 
Collections have improved and the feel- 
ing of confidence seems to have per- 
meated to the smallest dealer. Retail 
stocks are believed to be low and dur- 
ing the summer, business in the retail 
hardware stores of this section was not 
particularly active. However, the fall 
weather brought in a good increase of 
orders for stock items, which shows the 
increased confidence in the country dis- 
tricts. Mining and railroad towns are 
coming back into the market in good 
shape. The merchants in agricultural 
sections seem to be much more confi- 
dent than they were earlier in the sea- 
son and this confidence is reflected in 
the orders coming in here. 

While building operations have slowed 
up to a considerable degree they still 
amount to more than those of the same 
period last year. There are a great 
many individual homes being built in 
and around Chicago that will soon have 
a very telling effect upon the high prices 
being asked for apartment rents. Coun- 
try building is speeding up before the 
cold weather sets in and the demand 
for builders’ hardware from these sec- 
tions is being felt for the first time in 
several years. 

The shortage of cars is holding up 
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prompt service from manufacturer and 
jobber and also hindering them in get- 
ting their own shipments into their 
warehouses. Fuel costs have not shown 
signs of breaking and slow movement 
from the mines, due to car shortage, 
will not help reduce manufacturing 
costs. 

Future orders are still being placed 
in good numbers. Several more items 
were added to the lists this week and 
the early returns indicate the willing- 
ness of the retailer to cover at the pres- 
ent market, believing that prices will 
not be any lower before shipping date 
after Jan. 1. 

Fall goods and early winter merchan- 
dise is going out in large volume. 
There is nothing that can be said about 
the Chicago situation except that busi- 
ness is exceptionally good, even consid- 
ering that the fall season is usually a 
large volume period. 


Alarm Clocks. — Some clock com- 
panies advise they are sold up on best 
and most desirable items in their lines. 
Sales out of stock are quite heavy. 
With foreign competition practically 
shut out it looks as if the American 
clock factories would have their hands 
full to take care of the demand this 
fall. 


We quote from jobbers’ 


stocks, 
f.o.b. Chicago: 


America, $11.40 doz. 
lots, case lots $11.04; Blue Bird, 
$13.20 doz. lots, case lots $12.84; 
Black Bird, $18.96 doz, lots, case lots 
$18.36; Bunkie, $20.88 doz. lots, case 
lots $20.16; Lookout, $13.20 doz. lots, 
ease lots, $12.84 doz.; Sleepmeter, 
$15.12 doz. lots, case lots $14.64 doz. 


Automobile Accessories.—Sales have 
slowed down somewhat during the past 
week, but the demand is strong for 
accessories to convert the car into win- 
ter use. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No, 46 Reliable jacks, 
$2.65 each; lots of 10, $2.55 each; 
twin-cylinder foot pumps, $1.35 each; 
doz. lots, $15; Simplex jacks, No. 36, 
$1.75 each; doz. lots, $1.60 each; 
Weed chains, single lots, 25 per cent 
discount; doz. lots, 38% per cent dis- 
count; red inner tubes, 30 x 3%, 
$1.65 each; gray inner tubes, 30 x 
3%, $1.25 each; Hercules giant plugs, 
60c. each; Hercules junior plugs, 35c. 
each; Bethlehem spark plugs, 36c. 
each; Bethlehem spark plugs, mica 
type, 60c. each; Bethlehem spark 
plugs, standard porcelain type, 58c.; 
Splitdorf plugs, 58c. each; lots of 100, 
56c. each; Splitdorf plugs, special for 
Fords, 50c. each; lots of 100, 48c. 
each; Champion X plugs, 45c. each; 


lots of 100, 41c. each; Champion 0 
plugs, 53c. each; lots of 100, 50c. 
each; Ford fan belts, extra quality, 
22c. each. 


Axes.—Sales continue to improve, 
and orders are running well ahead of 
last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 lb., $12 
doz. base; double bitted, $17 doz. 
base; good quality black unhandled 
axes, Same weight, single bitted, $11 
doz. base; single bitted handled 
axes, $13 to $20 per doz., according 
to quality and to grade of handle. 


Bolts and Nuts.—The demand con- 
tinues unusually heavy and there is 
some difficulty in keeping stocks in 
shape. 


We quote 


from jobbers’ stocks, 
f.o.b. Chicago: 


Large carriage bolts, 
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40-5 per cent off list; small carriage 
bolts, 50 per cent off list; large sized 
machine bolts, 50-5 per cent off list; 
small sized machine bolts, 50-10 per 
cent off list; all stove bolts, 75 per 
cent off list; all lag screws, 50-10 per 
cent off list. 


Builders’ Hardware.—There is a 
scarcity of hinges and butts, and man- 
ufacturers have advanced their lines 
from 5 to 10 per cent. Local prices are 
not yet changed, but will follow the ad- 
vance shortly. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $2.52 doz. pr.; 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, in case lots, $3.80 doz. pr.; heavy 
bevel steel inside sets, case lots, $6 
doz.; steel bit-keyed front door sets, 
$1.40 per set; wrought brass bit- 
keyed front door sets, $2.50 per set; 


cylinder front door sets, $6.50 per 
set. 
Chains.— Sales are exceptionally 


heavy for this time of year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: -in. proof coil 
chains, $8.50 per 100 lb.; weldless coil 
chain, 50-5 per cent off list; No. 09 
4% electric welded cow ties, $2.85 
per doz. 


Copper Rivets and Burrs.—Sales are 


large and prices are firm. Present 
prices are considered low. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Copper rivets and 

burrs, 40-5 per cent discount. 

Cutlery. — Advances have been re- 
ceived of from 25 to 30 per cent in 
prices on John Wilson’s butcher, stick- 
ing, skinning, ribbing and _ boning 
knives and butcher steels. This is only 
a forerunner of what may be looked 
for on all imported cutlery. Domestic 
manufacturers will not be long in fol- 
lowing this lead. Higher prices for 
some time to come will be the rule in 
these lines. 

Field Fence.— The market is firm 
and sales are reported good. Orders are 
being taken for shipment after Jan. 1 
with March 1 dating. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 6342 
per cent discount from lists. 
Files.—The demand continues heavy. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 65-5 
per cent off list; Nicholson files, 50- 

10 per cent off list; Disston files, 50- 

10-10 per cent off list; Black Dia- 

-mond files, 50-5 per cent off list. 

Firearms — Ammunition. — Jobbers 
are finding it difficult to keep stocks on 
hand and factories predict shortages. 
American double barrel hammer and 
hammerless shot guns have advanced 
$1 each. 


Food Choppers.—Sales continue to 
increase. Enterprise Mfg. Co. ad- 
vanced meat choppers Sept. 15, No. 5, 
25 cents each list; Nos. 10 and 12, 50 
cents; Nos. 22 and 32, $1. Lard presses, 
$1 each advanced in list. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Universal, No. 0, 
$12.15; No 1, $15; No. 2, $18.20; No. 3, 
$24.30. 

Galvanized Ware.— Jobbers’ stocks 
are so reduced that it is becoming quite 
common for them to advance their re- 
sale prices. 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition gal- 
vanized water pails, 8-qt.,_ $1.85 
doz.; 10-qt. $2 doz.; 12-qt., $2.35 doz.; 
14-qt., $2.50 doz. Galvanized wash 
sae No. 1, $5.85; No. 2, $7; No. 3, 


$7.7 . 

Garden Hose.—Jobbers are booking 
some business in garden hose for early 
spring shipment. Prices are about 1% 
cent a foot higher than a year ago. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. two ply molded 
hose 9% to llc. per ft.; %-in. cord 
hose 8% to 10c. per ft.; %-in. 
wrapped hose 9% to 12c. per ft. 


Glass and Putty.— Prices continue 
firm while the demand is heavy and the 
supply is short. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Single strength A 
and single strength B, up to 25-in. 
bracket, 86 per cent off. Single 
strength A and single strength B, 
over 25-in. bracket, 85 per cent off. 
Double strength A, all brackets, 85 
per cent off. Double strength B, all 
brackets, 87 per cent off. Putty in 
100-lb. kits, $3.65; commercial putty, 
$3.60; glaziers’ points, Nos. 1, 2 and 
3, one doz. packages, 65c. 


Hammers.—New advanced prices are 
expected within a few days. Sales are 
still very active and manufacturers are 
behind in filling orders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11%, first qual- 
ity nail hammers, $12 per doz.; Com- 
petitive forged nail hammers, $6 to 
$9 per doz.; cast steel hammers, $4 
per doz. 


Hatchets.— Sales are quite lively, 
with deliveries slow from most manu- 
facturers. Price advances are being 
figured and will undoubtedly be gen- 
eral. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality 
broad hatchets, $16 doz.; Competitive 
grade, $12 doz.; warranted shingling 
hatchets, $12 doz.; Competitive 
forged shingling hatchets, $8 doz. 


Hickory Handles.—Demand continues 
exceptionally good with supplies very 
scarce and prices tending to advance. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 hickory axe 
handles, $3 doz.; No. 2, $2 doz.; finest 
selection second growth white hick- 
ory, $6 doz.; special white growth 
second hickory, $4.50 doz.; No. 
hatchet and hammer handles, 90c. 
doz.; second growth hickory hatchet 
and hammer handles, $1.40 doz. 


Hinges.—Sales are in good volume 
and stocks are moving rapidly. 


We quote from: jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4 in., 85c.; 5 in., $1.12: 
6 in., $1.39; 8 in., $2.22; 10 in., $3.60 
per dozen pairs. Extra heavy T 
hinges in bundles, 4 in., $1.2 i 
$1.35; 6 in., $1.70; 8 in., $2.90; 10 in., 
$4.20 per dozen pairs. 


Ice Cream Freezers.—Future orders 
are coming in fair volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Peerless and Alaska, 
1 qt., $2.95; 2 qt., $3.45; 3 qt., $4.10; 
4 qt., $5, less 20-10 per cent. White 


Mountain, % qt., $3.50; 1 qt., $4.90; 
2 qt., $5.70; 3 qt., $6.90; 4 qt., $8.30; 
6 qt., $10.50; 8 qt., $13.50; 10 qt., 


$18.00; 12 qt., $21.60, less 50 per cent. 

Arctic, 1 qt., $3.80; 2 qt., $4.60; 3 qt., 

$5.45; 4 qt., $6.80; 6 qt., $8.60; 8 qt., 

$11.10, less 50 per cent. 

Ice Skates.—Sales continue very sat- 
isfactory and orders for future deliv- 
ery continue to be booked. Shipments 
have already started. 

We quote from jobbers’ stocks, 


f.o.b. Chicago: Key clamp rocker, 
men’s and boys’ bright finish, 70c. 
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per pair; key clamp hockey, $1.03 

per pair; half key clamp hockey, 

women’s and girls’, 96c. per pair; 
half key clamp hockey, women’s and 
girls’, $1.26 per pair. 

Lanterns.—These stocks are begin- 
ning to move in good volume. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0 tubular, $6.90 
per doz. Monarch tin lanterns, hot 
blast, $8.25 per doz. No. 2 Dietz 
cold blast lanterns $13.00 per doz.; 
with large founts $14.25 per doz. 

Lawn Fence and Gates.—Future bus- 
iness is being placed for Jan. 1 ship- 
ment with March 1 dating. Current 
business is very good for this season 
of the year. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Lawn fence, 58 per 
cent discount; galvanized gates, 45 
per cent discount; painted gates, 55 
per cent discount. 

Lawn Mowers and Grass Catchers.— 
Orders are being taken for spring de- 
livery. Prices are the same as at the 
close of this season and future orders 


are coming in much better than last 


year. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 12-in., $5.20 each 


net; 14-in., $5.50 each net; 16-in., 
$5.85 each net; 18-in., $6.20 each net. 
Ball bearing lawn mowers, + 
blades, adjustable bearings, 8-in. 
drive wheel, finished in gold, alumi- 
num and blue, 14-in., $7.50 each net; 
16-in., $7.80 each net; 10%-in. raised 
open drive wheel, 4 tempered steel 
blades, reel 6-in. diameter, finished 
in aluminum, gold and green, red 
and gold striped, $9.50 each net. 
Same, 16-in., $9.95 each net; same, 
18-in., $10.45 each net; 20-in., $11.15 
each net. 

_ Grass catchers, wire frame, ad- 
justable heavy iron bottom, white 
duck, for mowers 12 to 16-in., $9.00 
per doz. net. Same for mowers 16 to 
20-in., $10.50, per doz. net. 


Nails.—The volume of business 
very good. 


me 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.45 per keg base. 

The extra for galvanized nails is 
now $1.50 for 1 in. and longer, $2.00 
for shorter than 1 in. 

Paints and Oil.—White lead has ad- 
vanced. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Raw linseed oil, 1 to 
4 barrels, $1.02 per gal.; boiled lin- 
seed oil, 1 to 4 barrels, $1.04 per gal.; 
raw linseed oil, 5 barrels or more, 
97c. per gal.; boiled linseed oil, 5 
barrels or more, 99c. per gal.; less 1 
per cent ten days. Turpentine, $1.60 
per gal. (in barrels); denatured alco- 
hol in barrels, 40c. per gal; strictly 
pure white lead. 100 Ib. kegs, 12%e. 
per lb.; 50 Ib. kegs, 13c. per lb.; dry 
paste in barrels, 6%c. per lb.; pure 
white shellac, 4 lb. goods in gal 
cans,. $4.75 per gal.; pure orange 
shellac, 4 lb. goods in gal. cans, $4.25 
per gal.; English venetian red, in 
barrels, $3.50 and $6.75 per cwt. 
Radio.—Local jobbers report a satis- 

factory increase in sales. The demand 
has already started and sales are ex- 


pected to make phenomenal records. 

Refrigerators.—Present prices are 
low and a fair volume of future busi- 
ness is being booked, as during the past 
season a great many dealers suffered 
on account of not being able to get 
refrigerators when they were needed. 

Roofing and Building Paper.—The 
fall demand is on in full force and 
sales continue to be excellent. Prices 
are strong, and many makers ask 
prices above the quotations shown 
below. 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade state 
surfaced prepared roofing, $1.85 per 
square; best talc surfaced, $2.25 per 
square; medium tale surfaced, $1.60 
per square; light tale surfaced, 90c. 
per square; red rosin sheathing, $65 
per ton. 


Rope.—Sales on rope are very good, 
considering the season. Prices are firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Highest quality ma- 
nila rope, standard brands, 17%c. to 
184%c. per lb.; No. 2 manila rope, 16c. 
to 16%c. per lb. base; so-called 


hardware grade manila rope, 154. 
per lb.; No. 1 sisal rope, highest 
quality standard brands, 14%c. to 


15%ec. per lb. base; No. 2 sisal rope, 

standard brands, 13c. to 14c. per Ib. 

base. 

Sash Cord.—Local prices have ad- 
vanced. Heavy sales are taking stocks 
rapidly. It is thought that dealers will 
have to carry larger stocks to insure 
shortages due to uncertainties of the 
transportation, as one of the largest 
manufacturers is completely out of 
market for four to six weeks. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 sash cord, 
standard brands, $8.90 doz. hanks; 
No. 8 sash cord, standard brands, 
$10.30 doz. hanks. 

Sash Weights.—Supplies are still 
scarce in view of the fact that this mar- 
ket is oversold. 

We quote from _ jobbers’ stocks, 
f.o.b. Chicago: Sash weights, $47.50 
per ton. 

Screws.—Sales are very good and 
further advances are not unlikely. 

We quote from_ jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 82-5 per cent new list; round 
head blued, 75-20-5 per cent new 
list; flat head brass, 78-5 per cent 
new list; round head brass, 70-20-5 
per cent new list; japanned, 70-20-5 
per cent new list. 

Sleds.—Jobbers report that some 
orders have already been received. 
Prices are firm and stocks fair. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 33-in. $10.00 doz.; 36- 
in. $13.35 doz.; 40-in. $15.00 doz.; 45- 
in. $19.00 doz.; 56-in. $25.00 doz. 

Snow Shovels.—Sales are reported 
as being good for this time of year. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Galvanized _ steel 
snow shovels, ribbed steel blade, 7% 

x 10-in., ash D handle, $2.50 per doz. 

Same ribbed steel blade, 21 x 16-in., 

reinforced back, D handle, $10.90 per 

doz. Same spring steel blade, 16 x 

18-in., japanned D handle, $10.30 per 

doz. 

Solder and Babbitt Metal.—Excellent 
sales are reported and prices are 
strong, with advancing tendency. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $24 per 100 Ilb.; medium 45-55 
solder, $21 per 100 lb.; tinners’ 40-60 
solder, $22 per 100 Ib.; high speed 
babbitt metal, $18 per 100 lb.; stand- 
iy No. 4 babbitt metal, $9 per 100 
Sporting Goods.—There is still an 

unusually heavy demand for fall sport- 
ing goods, footballs, boxing gloves, etc., 
and sales are just getting well started. 

Steel Goods.—Because of the in- 
creased cost of fuel, steel, labor, and 
ash, manufacturers state they do not 
think they will be able to maintain the 
present prices—that is, they think they 
will be compelled to advance them. A 
fair volume of future orders are being 
received in this section. 
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Steel Sheets.—Mills are still unable 
to work to capacity, but are reported 
to be gaining somewhat on oldest or- 
ders. Prices are strong and seem firm 
for the balance of the year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 Ib.; 28-gage 
black sheets, $4.85 per 100 lb. 

Stove Pipe, Elbows, etc.—Factories 
are still badly behind on orders, owing 
to the shortage of fuel and sheets. 
Hods and stove boards are in active 
demand, but no recent changes in prices 
have been. 

We quote from 


jobbers’ stocks, 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Oct. 7. 

CTOBER has started in an encour- 

aging manner with the retail and 
wholesale hardware trade in this terri- 
tory. This applies to mill supplies as 
well as to shelf and heavy hardware. 
Merchandise is moving surprisingly 
well from jobbers’ stocks, a comparison 
with the movement a year ago making 
this year’s record all the more conspic- 
uous. The price situation to-day and 
a year ago are entirely different and 
in favor of those handling hardware. 
September was a good: month with 
most everybody, and with every indica- 
tion of increased business, the trade 
naturally is looking forward to a prof- 
itable fall and winter season. 

There are, to be sure, disturbing 
conditions in the general situation, but 
most of them are considered temporary. 
Percival P. Baxter, governor of Maine, 
has issued a proclamation which pos- 
sibly may be far reaching in one 
branch of the hardware business. 
Maine is THE New England State in 
which sportsmen love to hunt. The 
governor’s proclamation reads: “Who- 
ever shoots during this period any wild 
animal or bird for the hunting of which 
there is no closed season, or whoever 
enters upon the wild lands of the State 
carrying or having in possession fire- 
arms, will be punishable by a fine of 
$100 and costs.” It is the first time in 
the history of that State that such a 
proclamation has been issued, and it 
has been made necessary by a sudden 
and alarming increase in the number 
of fires in the woods since the opening 
of the hunting season. The proclama- 
tion will be revoked in the event of 
heavy rains. In the meantime, how- 
ever, the sale of firearms and ammuni- 
tion in that State and in Massachu- 
setts undoubtedly will be slowed up. 

Industrial conditions in New England 
are improving and the average pay of 
labor tends upward, which should make 
for prosperity. The transportation sit- 
uation is steadily growing better, but 
business still retains the express habit. 
Local express companies tell us that 
never before has their business been 
as good as it is to-day, while the larger 
companies are hiring a great many ex- 
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f.o.b, Chicago: 6-in., 31-gage, $11; 30- 
gage, $12; 28-gage, $16; 6-in., el- 
bows, 30-gage, $1.25; 28- -gage, $1. 50; 
26-gage, $1.75. 


Toys.—Nice business is being booked 
and most local distributors have com- 
plete lines on display. Mechanical and 
educational toys are strongly featured 
and in largest demand. 


Washing Machines.—Sales are show- 
ing great improvement and every in- 
dication points to very good fall busi- 
ness. 

Wire Goods.—The demand for barb 
and cattle wire continues to be very 
heavy. 


BOSTON 


tra horses and wagons in the cities for 
short hauls in an effort to keep up 
with business. During the past few 
years there has been a pronounced in- 
crease in the number of trucks oper- 
ated by retail hardware dealers. The 
cost of transporting goods from job- 
bers’ stocks, the delays and breakage 
of goods in transit, and the demands 
of a buying public for service have 
been the impelling forces in the in- 
crease in retail hardware trade truck 
ownership. 

The first of the month witnessed an- 
other large batch of price changes, but 
most of them concerned relatively un- 
important lines of merchandise. Prices 
on standard lines held on about an even 
keel, there being a growing tendency 
on the part of the manyfacturer and 
jobber to go slower on list revisions. 


Blacksmiths’ Supplies.— Local job- 
bing quotations on anvils have been ad- 
vanced 1 cent per lb. to 17 cents. Prices 
on other blacksmith supplies are quoted 
as unchanged but very firm. This class 
of merchandise is moving quite freely 
out of jobbers’ stocks, the demand for 
axles and toe calks being especially 
good. 


We quote from Boston jobbers’ 
stocks: 

NS makes, 17c. per 

Axles.—Square bed, drawn bed and 
one-piece, under 2%-in., llc. per Ib.; 
square bed, drawn and one-piece, 
2%-in. and 3-in., 10c. per lb., coach 
bed axles, 114%c. per Ib. 

Springs.—Common wagon and car- 
riage springs, 12c. per lb. base. 

Horseshoes.—We quote from job- 
bers’ stocks: Standard makes in 100- 
lb. kegs to dealers in Maine, New 
Hampshire, Vermont, Massachusetts 
and Rhode Island points, $7 per keg 
base. Base prices are for No. 2 or 
larger. To Connecticut blacksmiths 
and consumers the base price is $6.75 
per 100 lb. keg. No freight is allowed 
on store shipments. 

Fancy Shoes.—Side weight, $11.50 
per keg; track side weights, $11.75; 
toe weights, $10. Fog steel shoes, $8.75; 
toe creased, $7. 5: side wear, 25; 
calked, $9.25; pitonk light calked, $9.75; 
iron countersunk, $7.75; steel coun- 
tersunk, i. 50; tips, $8.75; light driv- 
ing, $8.75; featherweights, $8.75; all 
assorted shoes, 50c. per keg extra. 

Welded Toe Calks.—Dull, $2 per 
box; sharp, $2.25; blunt heel, $2.25; 
sharp heel, $2.50. 

Nails. — Horseshoe, Reliance and 
Brighton, Crown and Leader, No. 5, 
so. per Keg; No. 6, $5.25; No. 7, 

; No. 8, $4.85; No. 9, 10 and 11, 


ae and Nuts.—Some jobbers here 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: No, 8 black annealed 
wire, $3.20 per 100 Ib.; catch weight 
spool galvanized catle or hog wire, 
$4.10 per 100 Ib.; 80-rod spool galvan- 
ized hog wire, $3.58 per spool; No. 8 
galvanized plain wire, $3.70 per 100 
lb.; polished fence staples, $3.75 per 
100 Ib.; catch weight spools painted 
barb wire, $3.75 per 100 lb. 
Wrenches.—Local prices were ad- 

vanced 10 per cent last week. Very 
satisfactory sales are reported. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural 
wrenches, 60 per cent; engineers’ 
wrenches, 40 per cent; knife handles, 
50 per cent. 


are quoting iron hexagon machine 
screw nuts at 25 per cent discount, 
whereas heretofore they were 40 per 
cent, and are quoting brass machine 
screw nuts at 40 per cent discount as 
against 65 per cent heretofore. Prices 
on nuts and bolts otherwise appear to 
be unchanged but very strong. The 
demand for both bolts and nuts is ex- 
cellent. 

We quote from Boston jobbers’ 
stocks: 

Bolts. — Machine bolts with H. P. 
nuts, % x 4 in., smaller and shorter 
cut threads, 45 per cent discount; 
larger and longer, 40 per cent dis- 
count; with C. T. & D. nuts, 40 per 
cent discount; tap bolts, list; com- 
mon carriage bolts, 30 and 10 per cent 
discount; Eagle carriage bolts, 50 and 
10 per cent discount; stove bolts, 70 
and 5 per cent discount; bolt ends, 


40 per cent discount; stud bolts, 40 
per cent .discgunt; step bolts, 40 per 


cent discount. 
Nuts.—H. P., all kinds, 1%c. off 


list; C. P. C. and T., all kinds, 1%c. 

off list; semi-finished hexagon nuts, 

9/16 in. and smaller, 70 per cent dis- 

count; 5% in. and larger, 65 per cent 

discount; finished case hardened nuts, 

50 and 10 per cent discount; check 

nuts, list. 

Bottles.—While the market is by no 
means active, vacuum bottles are mov- 
ing in larger volume than heretofore, 
according to the jobbers. Retail hard- 
ware dealers report slightly larger 
sales, due, no doubt, to the few recent 
cool days, the buying being largely by 
the working class who desire something 
hot to drink at noontime with their 
meal. Jobbers intimate that an ad- 
vance on some numbers, at least, is pos- 
sible. 

We quote from Boston jobbers’ 
stocks: 

Bottles. — Thermos and Universal, 
brown, pints, 75c. each; quarts, $2.50; 
plain nickel, pints, $2.75; quarts, $3.75; 
corrugated nickel, pints, $2; quarts, 
$3. Discounts, 25 and 10 per cent. 
Brass.—The market on brass sheets, 

wire and rods has advanced 14 cent per 
lb. and on seamless tubing 2 cent per 
lb. Jobbers say that the discounts on 
extras, insofar as they relate to tubing, 
have been withdrawn. 


Builders’ Hardware.—In common 
with other manufacturers, makers of 
Plumb and Pexto goods have issued 
new lists which show advances on some 
numbers of hammers and _hatchets. 
The advance on hammers ranges from 
10 to 15 per cent but on hatchets aver- 
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ages less. The demand for builders’ 
hardware of all kinds is holding up re- 
markably well. The building of houses 
is going on in all sections of New Eng- 
land, which, of course, helps along 
builders’ hardware. 

Chain. — Boston jobbing quotations 
on machine chain have been advanced 
about 1% cent per lb. on the average. 
The demand for this class of goods is 
normal and runs to all sizes. 

We quote from Boston jobbers’ 


stocks: 

Machine Chain. — Twist lengths, 
5/16-in., 15c. per lb.; %-in., 13c. per 
Ib.; 7/16-in., 12%c. per Ib.: long or 


open length link chain, 3/16-in., 16%c. 
per Ilb.; %-in., 15c. per lb.; 9/32-in., 
l4c. per 1b.; 5/16-in., 12%c. per Ib.; 
%-in., lle, per Ib. 


Clocks.—Reports on the movement of 
clocks out of stock are encouraging all 
down the line, manufacturers, jobbers 
and retailers all having a very good 
business. Manufacturers report that 
business has come back very strong in 
the past month, with outgo averaging 
85 to 40 per cent ahead of the corre- 
sponding period of last year. The re- 
adjustment in prices has, in their opin- 
ion, been practically completed and 
stocks throughout the country are suf- 
ficiently depleted to warrant an even 
better fall than hoped for earlier in 
the year. 


We quote from Boston jobbers’ 
stocks: 

Western line.—American, small lots 
98c. each, dozen lots 95c., four dozen 
lots 92c.; Sleepmeter, small $1.30, 
dozen $1.26, four dozen $1.22; Jack- 
o-Lantern, small $1.95, dozen $1.90, 
four dozen $1.85; Bunkie, small $1.79, 
dozen $1.75, four dozen $1.68; Bingo, 
small $2.11, dozen $2.05, four dozen 
1.99; Big Ben, small $2.28, dozen 
2.21, two dozen lots $2.14; Baby Ben, 
small $2.28, dozen $2.21, two dozen 
$ Monitor, $3.25 each, $3.15 in 
dozen lots and $3.06 in two dozen lots. 

Waterbury line.—Royal, case lots 
65c. each, less than case lots 80c. to 
85c.; Call, small lots $1.30, case lots 
$1.23; Vigilant, small lots $1.36, case 
lots $1.29; Daybreak, small lots $1.74, 
case lots $1.65; oes. small lots 
$2.33, — lots ‘$2.21 

Gilbe line. — Woodtime clocks, 
dainty pA cl (six clocks), $11.70 
for six. 


Cooking Ware.—Jobbers say sales of 
glass cooking ware have been mate- 
rially increased within the past week 
or ten days. Previously the buying 
was considered satisfactory, but of late 
it has increased rapidly. It would ap- 
pear, therefore, that previous asser- 
tions that retail stocks had worked 
down to small limits were correct. 


We quote from Boston jobbers’ 
stocks: 

Casseroles.—Round, deep 1-qt. $1.50 
each, 1%-qt. $1.75; round, shallow, 
l-qt. $1.50, 1%-qt. $1.75; round, in- 
dividual, 8-oz., 70c.; round, standard, 
l-qt. $1.50, 1%4-qt. $1.75; oval, shal- 
low, beefsteak, l-qt. $1.50, 1%-qt. 
$1.75; oval, standard, 1-qt. $1.50, 1%- 
qt. $i. 75. 

Pudding Dishes.—Round, deep and 
round, standard, 1-qt. 85c. each, 1%- 
qt. $1, 2-qt. $1.20; oval, shallow and 
oval, wk 1- -qt. 85c. each, 1%4-qt. 
$1, 2 1.20. 

an Dishes. — Oval, shallow, 
9-oz., 40c. each; 12%-o0z., 55c.; 18%- 
oz., 60c. Individual pie dish, round, 
6-0z., 25c. each; 8-oz., 30c.; 12-0z., 
40 


ic. 

Pans.—Bread, 90c. and $1.50 each; 
biscuit, 85c. and $1.25; cake, round, 
75c.; square, $1 and $1.50. 

Pie Plates.—Narrow rim, 75c. and 
90c. each; wide flange, 50c. to $1.10. 

Custard Cups.—Round, 4-oz., 20c. 
each; 6-0z., 25c.; oval, 5-oz., 30c.; 
French pattern, 4-0z., 20c.; 6-0z., 25c. 
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Bean Pots.—Round, $1, 
$2.50 each. 

Terms.—Jobbers’ terms are 33% per 
cent off list. 

Duck.—The market here on cotton 
duck is 1 cent per yd. higher, most of 
the jobbing houses quoting 38 cents per 
yd. 

Files.—Continued good reports are 
given out regarding the file market. 
Buying comes from diversified inter- 
ests and embraees practically all sizes. 
Local stocks are in fairly good condi- 
tion, although here and there jobbers 
report light supplies of certain sizes 
which they say, however, will be in- 
creased shortly by arrival of new goods 
from the manufacturers. Rasps are 
moving moderately well. 


We quote from Boston jobbers’ 
stocks: 

Files. — Nicholson and Black Dia- 
mond, 50 and 10 per cent discount; 
Great Western Arcade, Kearney & 
Foote and American, 65. and 5 per 
eent discount; X. F., 12% per cent 
discount. 

Rasps.—Heller, 75 and 10 per cent 
discount; Superior, etc., 80 per cent 
discount; Stokes, 75 and 10 per cent 
discount. 


$1.75 and 


Fuse Plugs. — Quite an active busi- 
ness in fuse plugs appears to have de- 
veloped in this market of late. Retail 
hardware dealers who are going in for 
electrical goods say they have been 
forced into the plug business to a con- 
siderable extent and that business just 
now is excellent. 

We quote from Boston jobbers’ 
stocks: 

Fuse Plugs.—All sizes, in lots of 
less than 50, $4.50 per 100; 
boxes (50 plugs), $3.25 per 100; in 
standard packages (500 plugs), $2.65 
per 100. 

Hockey Sticks.—These goods, which 
have been in short supply the past 
two or three seasons, are now coming 
forward freely from manufacturers. 
Quite an improvement is noted in the 
quality of merchandise. Very good 
values are being offered through job- 
bing interests, which can retail at 50 
cents, $1 and $2. 


We quote from Boston jobbers’ 
stocks: 

Hockey Sticks.— Popular selling 
numbers, boys’, ash, $3.60 per doz.; 
men’s rock elm, $7.75 per doz.; spe- 
cial high-grade, $13.50 per doz. 


Hand Ply Drills—The market on 
hand ply drills has been advanced ap- 
proximately 10 per cent, now being 
quoted on a basis of 25 cents per Ib. 

Ice Skates.—There is an added in- 
terest being taken by the retail trade 
in ice skates and the outlook is encour- 
aging, both from the retailer’s and 
wholesaler’s viewpoint. No indication 
is had of lower prices and it is barely 
possible that some values may be re- 
vised upward before the close of the 
season. Interest in the shoe and skate 
combination is steadily increasing and 
there is every indication of a shortage 
of these goods previous to or when the 
skating season arrives. Prices are rea- 
sonable. 


We quote from Boston jobbers’ 
stocks: 

Ice Skates.—Boys’ key clamp skates, 
75c. per pair and upward. Girls’ key 
clamp strap heel skates, $1 per pair 
and upward. 

Outfit.—Welt shoes hardened skates, 
boys’ and girls’, $4.35 per outfit and 
upward. 
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Ice Tools.—The trade in various sec- 
tions of New England is beginning to 
show interest in ice tools. Contrasted 
with last year, prices are considerably 
lower. For instance, ice hooks selling 
last season at $22.25 per dozen are now 
$20 and shavers that jobbed out at. $4 
are now $3.75. 

We quote from Boston jobbers’ 
stocks: 

Ice Tools. — Gifford-Wood, hooks, 
ice, Boston pattern, 4% ft., ow 50 per 
doz.; switching, 3 ft. 8 in., D-handle, 
$2 e; i ice, 4 ft., $22.75. 


ngs. s.—Boston, 13-in., $20 per doz.; 
wee -in., $22.50; 1644-in., $23.50; 20-in., 


Axes. — Boston ice. 28-in. handle, 
8% x 1%-in. blade, $36 per doz. 

Saws.—Ice house, $3 each; hand, 
guard iron handle, $1.75 to $2.25; oval 
iron handle, $2 to $2.50. 

Shavers.—4-point, $3 each; 5-point, 
$3.50 to $3.75; 7-point. $4 to $4.25. 

Chisels.—Canal, $4.50 to $6 each; 
splitting, $4 to $5; socket bar, $7; 
starting, $6 

Discount from list prices is 20 per 
cent. 


Iron and Steel.—October has started 
out very well, say the jobbers, insofar 
as the movement of iron and steel is 
concerned. Individual orders as a rule 
involve small amounts of stock but a 
large number of orders are received 
each day and the aggregate tonnage 
moved weekly mounts to considerable. 
Consumers apparently are convinced 
that the likelihood of lower prices is 
indefinite. Stocks here are in very 
good condition and prompt deliveries 
are being made by ali the wholesale 
trade. 

We quote from Boston jobbers’ 


stocks: 
Iron. — Refined, $3.25 per 100 Ib. 


base; best refined iron, $4.50; Wayne 
wens $5.50; Norway iron, $6.60 to 


Steel.—Soft steel bars, $3.25 per 100 
Ib. base; flats, $3.85; concrete bars, 
plain, stock length, $3.25; 
channels and beams, $3.25 to $4.50; 
tire steel, $4.50 to $4.85; open-hearth 
spring steel, $5 to $6.50; steel bands, 
$4.25; steel hoops, $4.75; cold-rolled 
steel, $4 to $4.50; toe calk steel, $6. 
Lantern Globes.— Lantern globes 
have been marked up 5 cents per doz., 


both by manufacturers and jobbers. 


Lead.— A further advance in lead, 
amounting to % cent per Ib., is an- 
nounced, making a total of 1 cent per 
lb. appreciation within the past fort- 
night. The higher jobbing quotations 
are in keeping with the strength of 
the the pig lead market. 

We quote from Boston jobbers’ 


stocks: 
Sheet Lead.—12%%c. 
list. 


per Ib., base 

Lunch Boxes.—Jobbers here have re- 
duced No. 50 Park folding lunch boxes 
from $4.50 to $4. The change in prices 
was made some time ago by the manu- 
facturers, but jobbers here did not 
change their lists until this week. 

Nails.— The upward trend of wire 
nail values has increased rather than 
hurt the demand for this class of mer- 
chandise. Jobbers here are absolutely 
unabel to handle all the inquiries com- 
ing into the market and apparently are 
almost hopelessly behind on deliveries. 
The call for cut nails also is heavy and, 
while the supply is short, better deliv- 
eries are being made than in the case 
of wire nails. 
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SARS—CRO 
Steel ls ong 4 ft., 10 Ib. 80¢ 
4¥% oF 14 lb. $1. 15; 5 ft. 18 
lb. $1.40. 
Pinch Bers, 5% ft. 24 lb. $1.60; 
2 ft. 78¢; 2% ft. 88¢. 
BELTING—LEA'THER— 
From No. 1 Oak Tanned Butts. 
Belting, Ex. Hvy., 18 o2..35% 
Belting, Heavy, 16 of...... 40% 
Belting, Medium, 14% 02..40% 
Belting, gual 1D 08; 00000% 50% 
Second 
Second 





adaiee Lacing "Sides per sq. 
ft. Raw Hide, No. 1 in- 
side 17 sq. 
Under 17 = 


. and over..47¢ 


Sabie 


Competitio Low Grade) SO810% 
——" 40&10% 


eee eeseereere 


Best Grades... ..esceccccces 35% 

BLOCKS—Tackle— 

Common Wood.......+++0+ 45% 

PGR o6cc0ccceccevecece’ 45% 
Bolts— 


ommon 

thread): 

% «6, and smaller.... 

Larger or Longer..... 30-10% 
Philo. Eagle, $3.00 list... .60% 
Bolt Ends, H. P. Nuts..... 40% 
Mochine (cut thread): 

34 4 4, and smaller....40-10% 

Larger or Longer...... 40-10% 
DRESSING—Belt— 
Liquid in gal. cans, gal. .$3.00 
DRILL AND DRILL 

TOCK S— 


Twist, Bit at cpeapenee 60% 
—— > Taper and 
traight— 
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Mill and Hardware Supplies Prices—October 9, 1922 


HAMMERS AND 
SLEDGES— 

FIGMANGPE osc ccsicnse seen 60-5% 
BIPUES 6.05:00:60000000% 60-10-5% 
OILERS— 
Stee, Copper Plated...... 70-5% 
Chace, Brass and es 10% 
gy coppered.. . 50-10% 
Chace, Zinc Plated...... "40-10% 
Railroad, brass ..++.+++: 20&5 % 
PICKS AND MATTOCKS— 
nn, SEE 50-5 % 
Contractor's Picks : 

40% Discount 
ROPE— 


Eastern Retail Trade. Per lb. 

Manila, % in. diam. and larger: 
Highest —- 18746 Ib. base 
Second Grade..... 6¢ Ib. base 
Hardware aa" 

Sisal, $4 in, diam. and larger: 
Highest eee: 23¢ 
Second Grade .....s++++ 20¢ 

Sisal, Hay, Hide and Bale Ropes, 
Medium and Coarse: 

First Quality, 23%4¢; — 


site? Terved, “Medium iok 


ated MP s<cstaetoen 23¢ 
Scan” tie sieteneeee 20¢ 
Cotton Rope: 
Best 5/16-im. and larger, 
50¢ to 60¢ 


0¢ 
Medium, 6/16-in. and larger, 


Third Gr., 5/16-in. and 
larger cecesecse+.45 @ 464 
Jute: 


No. 1. %-in. and up..... 23¢ 
No. 2, %-im. ond ap....19%4¢ 


SAWS AND FRAMES— 
Hack— 

Saw Blades: 
6 in. 


Saw Frames— 


Iron, per dos bovesbecnes comely 
Steel, adj., 3 to 12 in., per Ati 


Steel, adj., steel hdle., per Fx 


Star H. S. F o8ce seus 
“Adj. Pistol-Grip, ¢ per doz. .$18.12 
SCREWS— 


Coach. Lag oa6 Jack— 
Coach, Gimlet Point... ..40-10% 


Jack Screws— 
Stoddard LAs 60<c000s008e% 45% 


Machine— 
Cut Thread Iron, 
Flat Head or Rownd Head, 
50&10% 
Fillister or Oval Rownd deed 
Oo 
Fillister or Oval Heed. en 
— Thread Iron, F. H. o 
Ree 75- 50% 
R dier or Oval Head. .80% 
Rolled ve Brass: 
| Pe: 2 — 70-10% 
Fillister. or Roel Head 60% 


Set and Cap— 
Flat Figg, TOG sccccssioses 75% 
Set (Steel) net advance over 








25 
ee 59 
%” and larger....50&10&5% 
Filkster Head Cap........45% 


Wood 
Flat Head Iron..... 7714-5-20-5% 
Round Head, Iron.. -75-5-20-5 % 
Flat Head, Brass..... 72¥%-5-20-5 
Round Head Brass..70-5 & 20-5% 
Flat Head, Bronze...... 6714-5% 
Round Head, Bronze..... 65-5 % 
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M. S. Ri Taps, No. £.& ; 
12 x 4 - ooeee -50-10-5% 


M.S "Teper “Taps, larger. se 
W ASHERS—Cast— 


Over %-inch, barrel lots, per 
100 % 6.25 


Irom and Steel 


Size Bolt... x oh 
Washers $10.25 9.25 7.75 
% £7 
7.50 7.40 
WRENCHES— 
Agricultural o0cec6O® 
Alligator or Crocodile...... 50% 
Drop Forged S...... vende 
Stillson pattern.........- 60&5% 
Genuine Walworth Stillson, 
624% 
METALS— 
Tin— 
eatin. covecceesoooes 838 %¢ 
Bar .. = ercccecccscees 40@44¢ 
Copper— 
Lake Unget cccccccccccccccs 154 
Blectrolytic ....... rere c tf | 
Casting. ..cccccccccccs «001d he 
Spelter and Sheet Zinc— 
Western spelter ..... --- 6% @7¢ 


Sheet Zine. No, 9 base, cast 
9¢ open ‘OMe. 
Lead— 
American Fis. Per Ib. ‘euees< 
BP. We Te bs von cc ves . Q7%e 
Larger a Longer. . - 30-10% 


Solder— 
teed . 





one : 

Prices on solder indicatea by 
private brand vary according te 
composition. 


Babbitt Metal— 








Best grade, per Ib.... sgoooosdas 
“eS Ts. DIES AND Commercial grade, per Ib.....85¢ 

Wire hs Jobbers’ and R. S i 4.54 Es Antimony— 
thw. ewes eeeee < Sait Hand Taps, % to Asiatie, per Ib....... 6% @6%¢ 

Brace Drills for Wood..... 50% * 3.67 16 $ # prenenncenealen 

EBMERY—Tarkish— -- 6.78 % to 0 

Out of market at present time. <« 6B Hand Tabs, ‘smailer than 4 ™ 3 Aer | Generis — 
Domestic, 1B. .ccccccccecccce 10¢ 15.38 " Coe eer eseseceses sees 45% remelting, per tb: waned 5@27¢ 








We quote from Boston jobbers’ 
stocks: 

Nalls.—Wire, $3.70 per keg, base, 
from store; from mill, in less than 
carload lots, $3.05 per keg, base, and 
in carload lots, $2.80 per keg, base, 
f.o.b. Pittsburgh; cut nails, $4.05 per 
keg, base, from store; from factory, 
in less than carload lots, $3.75 per 
keg, base; galvanized nails, $7.60 per 
keg, base; hard steel nails, $8 per 
keg, base, from store; from factory, 
in less than carload lots, $7.50 per 
keg, base. 

Nail Clippers.—Some jobbing houses 
have put out a new price on the Penn 
line of nail clippers, now quoting them 
at $2 per doz. as against $4 hereto- 


fore. 


Picks and Mattocks.—The market on 
contractors’ picks has advanced 10 per 
cent, it now being 50 and 5 per cent 
discount, as compared with 50, 10 and 5 
per cent discount heretofore. The de- 
mand for picks and mattocks is re- 
markably good for this time of year 
and local stocks are only fairly large. 

We quote from. Boston jobbers’ 
stocks: 

Contractors’ 50 and 5 per 
cent discount; railroad picks and 
mattocks, 60 per cent discount, for 
the best grades in all instances. 

Sash Cord.—Sentiment in wholesale 
circles regarding prices on sash cord is 
very strong, the trade being inclined 
to look for higher rather than lower 
prices. This attitude is evidently based 
on the raw cotton market, which has 


picks, 


shown considerable strength of late, 
based on the latest Government figures, 
which show quite a shrinkage in the in- 
dicated crop this year. 


We quote from Boston jobbers’ 
stocks: 


Samson spot cord, 68c. per lb., base; 
Acme, 45c. per lb., base; Sacham, 42c. 
per lb., base. 

Rope.—The market for rope is in a 
better condition than it has been for 
more than a year, say the jobbers. The 
demand is only fair, but surplus stocks 
the country over appear to have been 
reduced to a minimum, which has re- 
moved an uncertainty that has been 
hanging over the market. Conditions 
in the raw material countries are un- 
derstood to be unsatisfactory, both as 
to price and the ability of rope makers 
to secure material. 


We quote from Boston jobbers’ 
stocks: 


Rope.—Manila, 20c. per Ib. Sisat 
rope, 17c. ver Ib., base. 
Twine.—Wood, l6c. per lb. in full 
bales; cotton, No. 1, 46c. per Ib.; 
hemp, No. 18, 361%4c.; No. 24, 35%%c. 
per Ib. 
Screws.—Very little change is noted 
in the wood screw situation. Manufac- 
turers are still backward in making 
shipments, according to the jobbers, 
and the retail demand holds strong. 
There has been a readjustment by job- 
bers in machine screws but all of the 
trade have not taken this action. Hex- 








agon cap screws are quoted by some 
houses at 60 and 7!4 per cent discount 
as against 65 and 5 per cent discount 
heretofore, and the same holds true on 
square head set screws. 


We quote from Boston jobbers’ 
stocks: 

Wood Screws. —Flat head bright, 
77% and 5 per cent discount; flat head 
blued, 77% and 5, plus 5 per cent dis- 
count; round head blue, 75 and 5 per 
cent discount; flat head brass, 72 and 
5 per cent discount; round head brass, 
70 and 5 per cent discount: flat head 
galvanized, 62% and 5 per cent dis- 
count; flat head nickel and round 
head nickel, 65 and 5 per cent dis- 
count. 

Machine Screws, etc.—Coach screws, 
50 per cent discount; set screws, in- 
cluding headless, 70 per cent dis- 
count; cap screws, square and hexa- 
gon, 70 per cent discount; fillister, 40 
and 10 per cent discount; flat, 30 per 
cent discount; button head, 20 per 
cent discount; lag screws, 50 per cent 
discount; iron machine screws, flat 
and round head, 50 per cent discount: 
fillister, 45 per cent discount; flat and 
round head brass, 40 per cent dis- 
count; fillister, 35 per cent discount. 


Stanley Goods.—The Stanley Works, 
New Britain, Conn., has issued a new 
list which shows an advance of approx- 
imately 10 per cent on wrought goods, 
such as strap and T hinges, butts, ete. 


Thermometers.— Some remarkably 


good values in glass thermometers are 
obtainable in this market, these goods 
being offered by jobbers at prices un- 
der those quoted by the manufacturers. 
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The jobbing trade admittedly is over- 
stocked, which explains market prices. 
On other kinds of thermometers prices 
are steady with demand fair. 

We quote from Boston jobbers’ 
stocks: 

Thermometers, house, plate glass, 
8-in., spirit or mercury, $8 per doz.; 
10-in., $10 per doz. Common tin case, 
7-in., $1.20 net; 8-in., $1.38; 10-in., 
$1.50. Tyco tin case, standard, heavy, 
8-in., $13.50 per doz.; 10-in., $16.50. 
Wood back thermometers, household 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Oct. 9. 


N our report of last week we re- 

ferred to the fact that the car 
shortage was the menace that is con- 
fronting the steel trade, and this still 
holds good, the lack of cars for steel 
shipments having resulted in many thou- 
sands of tons of steel being piled in 
warehouses and in mill yards, it being 
impossible to get cars to move them. 
The shortage in cars is now reducing 
steel output to some extent, some shut- 
downs of plants having already been 
made, while the Carnegie Steel Co. alone 
is said to have nearly 100,000 tons of 
finished steel piled at various plants, the 
Jones & Laughlin Steel co. also has 
many thousands of tons of steel piled 
up, while the same condition prevails 
with the smaller steel companies. A 
large sheet mill plant in the Youngs- 
town, Ohio, district has shut down to 
the extent of 50 per cent of normal ca- 
pacity, having its warehouses full of 
sheets, for which cars cannot be ob- 
tained. 

There has been a general slowing 
down of operations among all the sheet 
and tin plate mills, the American Sheet 
& Tin Plate Co. now running at least 
10 per cent lighter. Just when the car 
shortage, which is as bad now as has 
ever been known in the steel trade, will 
ease up is a question, but it will not 
be any better until the heavy move- 
ment of coal to the upper lakes is over, 
and this will not be until close to the 
end of the year. Under normal condi- 
tions the movement of coal to the upper 
lakes starts in May each year, but this 
year it did not start until about Sept. 
15, owing to the coal and railroad 
strikes. In other words, the railroads 
this year will have to move in about 
two and a half months the coal that 
they ordinarily have nearly seven 
months to move. 

In spite of the car shortage the out- 
put of pig iron and steel of all forms 
continues to show some increase, fig- 
ures just issued showing that the out- 
put of pig iron in September was 2,- 
033,720 tons, against 1,816,170 tons in 
August. On Oct. 1 there were 190 blast 
furnaces going, against 144 on Sept. 1. 
There has also been a material increase 
in output of steel in the shape of bil- 
lets, sheet bars and finished steel prod- 
ucts. The present average rate of op- 
erations among the steel mills is put 
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assortments, $2; Sunrise, $4. 

grades, $6 to $13.50 per doz. 

Tires.—Jobbers’ prices on cord tires 
have been marked down about 15 per 
cent to correspond with new manufac- 
turers’ lists. 


Watches.—There appears to be quite 
a scarcity of cheap watches and an ex- 
cellent demand. Jobbers are behind on 
shipments for the first time in many 
weeks. 


PITTSBURGH 


at 75 per cent, but it is doubtful if this 
rate rate can be maintained unless there 
is an improvement in the car supply in 
the near future. 

Buying by the railroads is still very 
heavy—in fact, it is estimated fully 75 
per cent or more of the new tonnage 
being bought in steel is coming from 
the railroads, and there are still very 
large inquiries in the market for cars, 
rails and other supplies. It is estimated 
that up to Oct. 1 the railroads had 
bought close to 2,000,000 tons of rails 
and track fastenings; others large or- 
ders, on which some roads have options, 
are to be placed this month. New or- 
ders for about 6000 cars have lately 
been placed, and inquiries are in the 
market for upward of 15,000 cars; buy- 
ing of locomotives is also heavy, the 
Santa Fe having placed orders last 
week for about sixty, and other roads 
have active inquiries out for about 200. 

The Baldwin Locomotive Works at 
Philadelphia booked orders for locomo- 
tives in September to the amount of 
$14,437,147, against new business in 
August amounting to $12,292,342, its 
total orders for locomotives from Jan. 1 
to Oct. 1 having amounted to the enor- 
mous sum of $44,826,758, the largest 
amount of business ever booked by this 
leading builder of locomotives in any 
similar length of time in its history. 

There were some material advances 
in prices on steel products in the past 
week, but there is some easing off in 
prices of pig iron, and if this should 
extend it may soon be felt in finished 
steel products. Plates in large lots are 
only fairly firm at 2.25 cents at mill, 
and orders are not so brisk as they 
were. Charcoal iron boiler tubes have 
been advanced $10 per ton by some 
makers; rivets and nuts and bolts are 
also higher; painted barb wire is up 
about $3 per ton by most makers, but 
prices on both black and galvanized 
sheets are not as firm as they have 
been for some months, the heavy output 
of the mills now being ample to meet 
the demand for early delivery. We still 
are of the opinion that steel prices are 
about at their peak, and there may be 
some recessions as wet get close to the 
end of the year. There is still some 
labor shortage around the ste] mills, 
but with the advent of cold weather 
this will be relieved, as men will then 
go after warmer jobs. The outlook is 
that the steel mills will have full work 
up to the end of the year at least, but 
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Wedges.— An advance in Tuckee 
wedges is announced by the jobbing 
trade, these now being quoted at 7'2 
cents per Ib. 


Wrenches.— The Coes line of 
wrenches as well as the Mossberg line 
of socket and wrench sets have been 
advanced. The Coes wrenches are now 
quoted at 50 per cent discount. The 
advance in the Mossberg line amounts 
to about 10 per cent. 


after the first of the year there will 
be some slowing in demand for certain 
steel products, and this well be followed 
by more anxiety on the part of the 
mills to get orders. 

Railroad embargoes are playing havoc 
with receipt and delivery of goods, and 
the local situation probably never was 
worse. One local hardware jobber states 
that he has had goods on the way from 
Chicago for nineteen days, and they 
are not yet in, and the railroad over 
which they are coming will not make 
any promises of when they are liable 
to get here. Another jobber is making 
deliveries to customers as far away as 
50 to 60 miles from Pittsburgh, and is 
paying the extra high cost out of his 
own pocket. The only railroad open 
in Pittsburgh at this writing is the 
Baltimore & Ohio, and this road might 
as well be closed, as shippers say it can- 
not furnish any cars. The heavy move- 
ment of coal is responsible for this con- 
dition, and when it will be better no 
one knows. 

* Local jobbers report the volume of 
business in September as satisfactory, 
it showing an increase over the same 
month last year, but that is not saying 
a great deal. The railroad embargoes 
are going to cut down business this 
month, and it will be less than last 
month. Retailers say they are doing a 
good business, but complain seriously 
about the great delay in getting goods. 

Price changes in hardware in the 
past week were few and unimportant. 
The main advance was $5 per ton in 
miscellaneous wire nails, about 10 per 
cent in handled hammers, grates and 
fronts, while flash lights and auto bulbs 
were reduced about 15 per cent. An 
advance may be made in the near fu- 
ture on axes and buck saws, as the de- 
mand for these goods is heavy. Nuts 
and bolts are up about 10 per cent on 
most items, and rivets have again been 
advanced $3 per ton by two leading 
makers. The whole market is strong 
on hardware goods, but the jobbing 
trade here believes that any more ma- 
terial advances in prices are not likely. 

Automobile Accessories.—Most 
makers of flash lights and auto bulbs 
have announced a reduction in prices 
of about 16 2/3 per cent. Sales of 
tires and tubes are reported active, and 
there are intimations that two or three 
leading makers of tires may announce 
an advance in prices in the near future. 
Prices on the smaller accessories are un- 
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changed, but firm. Local jobbers quote 
from stocks f.o.b. Pittsburgh as follows: 
Millers Falls, No. 145 jacks, $4.75. 
Reliable jacks, No. 1, $2.33; No. 2, 
$3.33, in lots of 12; Derf spark plugs, 
96c. each for all sizes in lots less than 
50; Champion X spark plugs, 45c. 
each for less than 100 and 43c. each 
for over 100; Champion regular, 53c. 
each for less than 100, all sizes; 50c. 
each for over 100 
Axes.—Makers say the recent ad- 
-vances in -prices on axes are being 
maintained very well and demand is 
reported active. Local jobbers have 
advanced prices to meet the higher 
market and are now quoting from stock 
in small lots, f.o.b. Pittsburgh, as fol- 


lows: 

First grade, single bitted axes, 
handled, $17.50 per doz.; unhandled, 
$13.50 per doz.; bitted axes, 
handled, $22.50 ; unhandled, 
$18.50 per doz.; grade axes, 
single bitted, handled, $16 per doz.; 
unhandled, $13 per doz.; double bitted, 
handled, $21 per doz.; unhandled, $18 
per doz. 

Bolts and Nuts.—Effective from Oct. 
1, several local makers, and also one 
or two Cleveland makers, advanced 
prices on nuts and bolts from 5 to 10 
per cent. They point out the heavy ad- 
vances that have been made in prices 
on steel bars, also in coal and other raw 
materials, and say they were compelled 
to advance on their products in order 
to have any profit at all. Prices on 
rivets have also been advanced $3 per 
ton by at least two local makers, and 
the demand is reported active. Dis- 
counts now being quoted on bolts and 
nuts, also the new prices on rivets to 
the large trade, are as follows: 

Carriage bolts: % x 6 in. shorter 
and smaller, rolled thread, 50-10-5 per 
cent; % x in. shorter and smaller, 
cut thread, 50 per cent; larger or 
longer than % x 6 in., 50 per cent. 
Machine bolts with H. P. nuts: % x 4 
in. shorter and smaller, rolled thread. 
60-5 per cent; % x 4 in. shorter and 
smaller, cut thread, 50-10 per cent; 
larger or longer than % x 4 in., 50-10 
per cent. Machine bolts with C. P. 

c. T. nuts, all sizes, 45 per cent. 

Lag screws (cone or gimlet point), 

50-10 per cent. Rough stud bolts with 

nuts, 45 per cent. Hot pressed square 

and hexagon nuts, blank and tapped, 

$3.50 off list. Cold punched C. & T. 

square and hexagon nuts, blank and 

tapped, $3.50 off list. Semi-finished 
hexagon nuts: 9/16 in. and smaller, 

70-10-5 per cent; %& in. and larger, 

70-10-2% per cent. F.o.b. Pittsburgh, 

Pa. Terms: 30 days net or 1 per cent 

for cash in 10 days. 

Rivets, 7/16 in. diameter and smaller, 

65 per cent. Rivets, % in. diameter 

and larger: Button head structural, 

$3.15 per 100 lb. base; cone head 

boiler, $3.25 per 100 Ib. base. F.o.b. 

Pittsburgh, Pa. Terms: 30 days net 

or % of 1 per cent for cash in 10 days. 

Grates and Fronts.—Makers have ad- 
vanced prices on these goods about 10 
per cent. Local jobbers now quote 
20-in. at $3.25 and 22-in. at $3.60 each 


from stock. 

Handled Hammers.— Most makers 
have made an advance of about 10 per 
cent on these goods, and report the de- 
mand as very active. 

Ice Skates.—These are now season- 
able goods, and the demand is active. 
Local jobbers quote men’s common 
skates at 68 cents to 70 cents per pair, 
and women’s common skates at 90 cents 
to 95 cents per pair. 

Ice Cream Freezers.—Prices on all 
makes of ice cream freezers for 1923 
will be practically the same as this 
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year, and jobbers are placing liberal 
orders for ‘next spring delivery. The 
trade in freezers this year was good, 
and jobbers’ stocks were pretty well 
depleted. 

Iron and Steel Bars.—The market on 
both iron and steel bars is a little easier, 
and the mills are in position to make 
quicker deliveries, but the car shortage 
1s holding up shipments. None of the 
mills is asking over 2.25 cents at mill 
for steel bars, and at least two makers 
are quoting as low as 2 cents at mill 
in large lots. 


Jobbers are charging all the way 
from 2.50c. to 3c. per Ib. for soft steel 
bars, rolled from billets, out of stock. 

ices on iron bars in small lots range 
from 2.50c. to 2.75c. per lb., depending 
on the order, 


Galvanized Tubs and Pails.—Several 
makers issued new prices on these 
goods under date of Oct. 2, showing an 
advance of about 5 per cent. This ad- 
vance is due largely to the higher prices 
for spelter. 

Files and Rasps. — Heller Brothers, 
Newark, N. J., have withdrawn all 
prices on these goods, and this is taken 
to mean an advance may be announced 
in a few days. 


Iron Cut Nails—Under date of Oct. 
2 the Reading Iron Co., Reading, Pa., 
advanced prices on iron cut nails 10 
cents per keg, the new prices being $3 
keg in carload lots and $3.10 per keg 
in less than carload lots, f.o.b. mill at 
Birdsboro or Pottstown, Pa. The de- 
mand is reported as only fair. 

Builders’ Hardware.—Under date of 
Sept. 29 the McKinney Mfg. Co., N. S. 
Pittsburgh, issued new price lists on 
strap, butt and T hinges, showing ad- 
vances in prices ranging from 5 to 10 
per cent. Higher prices for steel bars 
and other increased manufacturing 
costs are the reasons for this advance. 
The demand is reported to be active. 

Sheets.—The market on both black 
and galvanized sheets seems to be 
easier, and some mills are promising 
quicker deliveries than for some 
months. One leading mill is quoting 28 
gage black sheets at 3.50 cents at mill in 
carload lots, and is promising shipments 
in three weeks from date of order. 
Sheet mills are operating at close to 
100 per cent of capacity. Demand for 
auto body sheets is not so active, but 
mills are sold up for two to three 
months. 


Jobbers are charging from 4c. to 
4.25c. for black sheets and 4.75c. to 
5e. for galvanized, in small lots out 
of stock. 


Roller Skates.—The Union Hardware 
Co., Torrington, Conn., has withdrawn 
all prices on roller skates, and states it 
is completely sold up to Jan. 15 next. 
The demand has been very heavy for 
some months. 

Paper.—Several makers have issued 
new lists showing an advance in prices 
on asbestos paper. 

Soil Pipe.—It is stated that some of 
the Southern makers are now able to 
make quicker deliveries on soil pipe 
than for some months. Prices are re- 
ported firm. 

Polished Fence Staples.—All makers 
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have announced an advance of 15 
cents per keg on polished fence staples, 
and report the demand as very active. 

Sheet Zine—The American Zinc 
Products Co., Greencastle, Ind., has 
made another advance in prices on 
sheet zinc from 8.75 cents to 9 cents 
per lb. This is the fourth successive 
advance made by this company in the 
past month. 

Steel Pipe.—Effective from Oct. 4 
makers of iron and steel pipe stopped 
the long time practice of allowing the 
preferential and cash discount on de- 
livered prices, and in the future all 
these discounts will be based on prices 
f.o.b. at Pittsburgh mill. This change 
applies to iron and steel pipe, boiler 
tubes and all other tubular goods. This 
change means a considerable increase 
in costs of pipe and tubes at points con- 
siderable distance from Pittsburgh, but 
most large jobbers are located in the 
more important consuming districts 
that are not so far away from Pitts- 
burgh. The demand for pipe is still 
very heavy, and the scarcity in supply 
of butt weld sizes is as great as ever. 


Local jobbers are quoting at this 
writing for small lots of steel pipe out 
of stock, as follows: 


Black Pipe.—%-in., 90; 4-in., 
$2.80; 3%-in., $2.80; %4-in., $3. 50; % -in., 
$4.22; l-in., $5.86; 14%4-in., $7.93; 1%- 
in., $9.48; 2-in., $12.75; 21%4-in., $20.16. 

Galvanized pe. 7 he $4.47; W%- 
in., $4.73; %-in., $5.63; 1-1n $7.94; 

int in., $12.84; 2-in., 


1%-in., $10. 74; 

$17.28. 

All the above prices are per 100 ft. 

f.o.b. Pittsburgh. 

Wire Products.—Effective from Sept. 
27 the American Steel & Wire Co. and 
all the independent wire mills advanced 
the extras for galvanizing nails from 


$1.25 to $1.50 per 100-lb. on nails 1-in. 
or longer and from $1.75 to $2 on nails 
less than 1-in. in length. Prices on 
painted barb wire and polished fence 
staples have also been advanced $3 per 
ton, this advance having been put into 
effect by all the makers. On account 
of the car shortage deliveries of nails 
and wire to local jobbers by the mills 
in this district are very slow, and some 
jobbers have sent their own trucks to 
the mills for both nails and wire in 
order to get these goods to their retail 
customers, who are badly in need of 
them, the jobbers bearing the entire 
heavy cost of truck delivery. The de- 
mand for nails and wire is fair, but all 
the mills are very much behind in de- 
livery. The recent advances in prices 
are holding firm. 
Jobbers are now quoting from 
stock, f.o.b. Piftsburgh, as follows: 
Wire nails, $3 to $3.10 base per keg; 
galvanized, 1-in. and longer, includ- 
ing large head barbed roofing nails, 
taking an advance over the price of 
$1.50, and shorter than 1 in., : 
bright Bessemer and basic wire, "$2. 15 
per 100 lb.; annealed fence wire, Nos. 
6 to 9, $2.90; galvanized wire, $3.40; 
galvanized barbed wire, $3.70; gal- 
vanized fence staples, $3.75; painted 
barbed wire, $3.40; polished fence 
staples, $2.20; cement coated nails, 
per count keg, $2.60; these prices 
being subject to the usual advance 
for the smaller trade, all f.o.b. Pitts- 
burgh, freight added to point of de- 
livery, terms 60 days net less 2 per 
eent off for cash in 10 days. Dis- 
counts to jobbers on woven wire fenc- 
ing are 68 per cent off list for car- 
load, 67 per cent off for 1000-rod lots, 
and 66 per cent off for small lots, 
f.o.b. Pittsburgh. 
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Office of HARDWARE AGE, 
3725 Colfax Ave., So., 
Minneapolis, Minn., Oct. 7. 


| iy’ checking up it is found that the 
total volume of hardware sales for 
September has been very satisfactory 
and showed considerable gain the last 
two weeks over the first part of the 
month. Indications are that the vol- 
ume of business for October will be 
over that of September. 

Jobbers report that business was ma- 
terially stimulated by advancing prices, 
although no large orders for any one 
item are being received. Jobbers also 
advise some difficulty is. being met 
with in obtaining deliveries from vari- 
ous factories. 

As farmers are now rapidly mar- 
keting their crops collections should 
soon show considerable improvement. 


Builders’ Hardware.—Sales of build- 
ers’ hardware continue to be exception- 
ally good for this season of the year. 
There is scarcity of some items. 

Axes.—Demand is showing some im- 
provement. Local jobbers have not ad- 
vanced prices as yet. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Medium grades, 
single bit, base weights, $11.50 per 
doz.; double bit, $16.50 per doz. 

Ash Sifters.—Demand for ash sift- 
ers is opening up very well and a good 
volume of business should be done. 


Prices show no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood, 
$3.75 per doz.; round metallic, $4 per 
doz.; wood, barrel size, $12 per doz. 


Bale Ties.—Demand continues fair. 
Prices have shown no change. 

Bolts.—Sales of ‘bolts continue to be 
of good volume. Stocks are fair and 
prices have shown no further change 
since recent advance. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Small carriage 
bolts, 50-5 per cent; large carriage 
bolts, 40-5 per cent; small machine 
bolts, 50-10-5 per cent; large ma- 
chine bolts, 50-5 per cent; stove 
bolts, 70-10 per cent; Jag screws, 50- 
10-5 per cent. 

Brads.—The demand for brads con- 
tinues to be of very good volume. 
Prices show no change as yet. 

Coal Hods.—The present warm spell 
has slowed up sales somewhat on this 
item. Prices remain as last quoted. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Coal hods, 17-in., 
japanned, open, $3.60; 18-in., $4; 17- 


in.. funnel japanned, $4.50; 18-in., 
$4.95; 17-in. open, galvanized, $5; 
18-in., $5.45; 17-in., funnel, galvan- 


ized, $6.20; 18-in., $6.80 per doz. 

Eaves Trough, Conductor Pipe and 
Elbows. — Demand remains of very 
good volume for this time of the year. 
Prices show no further change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 28 
gage, 5-in. lap joint, $5.25 per 100 ft.; 
conductor pipe, 3-in. corrugated, 
$5.40 per 100 ft.; 3-in. corrugated el- 
bows, $1.64 per doz. 

Files.—Demand for files continues to 
hold up very well and a good volume of 
business is being done. Prices show no 
change since the recent advance. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nicholson files, 
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50-10 per cent; Arcade files, 65-10 

per cent. 

Galvanized Ware.— Demand _ con- 
tinues to be of satisfactory volume and 
is about normal for this time of the 
year. Prices remain as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized tubs, 
No. 1, $6.10 per doz.; No. 2, $6.85; 
No. 3, $8: heavy galvanized, No. 1, 
$12; No. 2, $13; No. 3, $15; standard 
galvanized pails, $2.25 per 
doz.; 12-qt., $2.35; 14-qt., $2.70; 
standard 16-qt. stock pails, $4.25; 18- 
qt., $4.80; heavy stock pails, 16-qt., 
$6; 18-qt., $7.35. 


Glass and Putty.—Considerable im- 
provement is noted in retail sales as 


the winter season opens. Prices re- 
main as for some time past. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Single strength 
glass 84 per cent; double strength 
glass 85 per cent from standard lists. 
Putty, 25 lb. drums, $4.55; 50 Ib. 
drums, $4.40 


Lanterns.—Sales of lanterns remain 


of very satisfactory volume. Prices re- 
main as for some time past. 
We quote from jobbers’ stocks, 


Tubular long or 
tubular 


f.o.b. Twin Cities: 
short globe, $13 per doz.; 
dash, $16.90 per doz. 

Nails —Demand for wire nails still 
continues to show a very good vol- 
ume. There has been a further ad- 
vance of 10 cents per keg base. 

We quote from jobbers’ stocks. 
f.0.b. Twin Cities: Smooth wire 
nails, $3.75 per keg; cement coated 
nails $3.10 per keg, base prices. 

Oil Heaters——Demand for oil heat- 
ers is developing rapidly and an un- 
usually good volume of business is ex- 
pected. Prices show no change. 

We quote from jobbers’ stocks. 
f.ob. Twin Cities: 30-5 per cent from 
standard lists, 

Registers—Demand for registers is 
considered very fair. Prices remain 
as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast steel regis- 
ters, 40 per cent from standard lists. 


Rope.—There continues to be a very 
satisfactory demand for rope at this 
time. Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pure manila rope, 
19%ec. per Ib. base; pure sisal rope, 
16%c. per Ib. base. 
Sandpaper.—Demand for sandpaper 

is holding up very well, although not 
as heavy as earlier in the year. Prices 
have shown no change since the de- 
cline recently reported. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1, 
per ream, $6.50: second grade, No. 1, 
per ream, $5.85; garnet, No. 1, per 
ream, $15. 

Sash Cord.—Demand continues to be 
fairly active, considering the season. 
Prices show no further change since 
the last report. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash cord, best 
grades, 68c. per Ib.: solid cotton, or- 
dinary grade, 41c. per Ib. 

Sash Weights.— Sales continue to 
hold up very well. Prices remain as 
last quoted. 

We quote from 
f.o.b. Twin Cities: 
2.25 per cwt. 


Screws.—The demand for screws 


stocks, 
weights, 


jobbers’ 
Sash 


=e 
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very good and continues to show a 
steady improvement. Prices show no 
recent change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 80-5 per cent; round head 
blued screws, 75 per cent; flat head 
japanned screws, 70 per cent; flat 


head brass screws, 75 per cent; 
round head brass screws, 70 per 
cent. 


Sidewalk Scrapers. — Jobbers report 
some small business coming in from 
the retailer. Prices remain firm. 

Srow Shovels.—Jobbers report deal- 
ers filling in their stocks in anticipa- 
tion of a fair amount of fall trade. 
Prices remain firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Straight handle 
wood, $4.85 per doz.; straight handle, 
steel, $4.85 per doz.: wide galvan- 
ized blade, D handle, $11 per doz. 

Steel Traps. — The warm weather 
prevailing at this time has stopped 
what little demand was getting under 
way. A fair demand is expected as 
soon as cold weather definitely sets in. 
Prices are the same as in the last is- 
sue. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor No. 0, 
$1.53; No. 1, $1.83; No. 1%, $2.75; 
No. 2, $3.60; Newhouse, No. 0, $1.89; 
No. 1, $2.20; No. 1%, $3.17; No. 2, 
$4.88 per doz. 

Stove Goods.—Demand is declining 
somewhat temporarily because of the 
warm spell of weather just at this time. 
As soon as cold weather sets in a good 


demand is expected. Prices show no 


change. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Stove boards, 


crystallized, 28 x 28, $15 per doz.; 
30 x 30, $17.35 per doz.; 36 x 36, 
$24.02 per doz.; stove pipe, uniform 
blued, 28 gage. 6-in.. K. D., $12.50 
per 100 lengths; 6-in. common iron 
corrugated elbows, $1.26 per doz.; 6- 
in. adjustable charcoal iron, $1.86 
per doz.; dampers, cast iron, wood or 
coil handle, $1.33 per doz.; stove 
shovels, 15-in. japanned. 60c.; 211%4- 


in. jumbo japanned, $1.40;  14-in. 
jumbo junior, Sic. per doz. 
Tacks.—Demand is only fair. Prices 
remain as for some time past. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: American cut, & 
oz., 60c. per doz. packages; tinned 
carpet, 8 0z., 60c.; blue carpet, 8 oz., 
65c.; double point, 11 oz., 36c. 

Tin Plate——There is only a fair de- 
mand for tin plate at this time. Prices 
remain as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities Furnace coke, 
ICL, 20 x 28, $13; roofing tin, IC, 20 
x 28, 8 Ib. coating, $12.75. 
Weatherstrip—Some demand is de- 

veloping although it is very light as 
yet. Prices show no change. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Wood and felt 
weather strips 5s and %-in., $1.85 
per 100 ft.; l-in., $2.60 per 100 ft 
Wire.— The demand for wire con- 

tinues to be of very good volume. Job- 
bers’ stocks are only fair and some 
shortages are developing. Prices con- 
tinue firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire, 
painted cattle, 80-rod spools, $3.11; 
galvanized cattle, $3.50; painted hog 
wire, $3.33; galvanized hog wire, 
$3.75; smooth black annealed, No. 9, 
$3.45; smooth galvanized annealed, 
$3.75 per cwt. 
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Value of Farm Products $13,650,000,000 


YROPS and livestock production for 

A 1922 will total $13,650,000,000, 
$1,284,000,000 above the 1921 produc- 
tion, and $250,000,000 greater than the 
farm production in 1916. As compared 
with pre-war average production it 
gives farmers a purchasing power of 
145. 

The corn yield this year is slightly 
under last year, but the farm price is 
much higher and is strengthening in- 
stead of weakening. The value for the 
year will total $350,000,000 more than 
last year. Tobacco production was 
much greater than last year and prices 
are higher; the value will be $100,000,- 
000 greater. Hay adds $100,090,000, 
cotton $450,000,000, barley $20,000,000. 
The wheat crop is 28,000,000 bushels 
greater than last year, but is valued at 
the same. At present prices are well 
maintained. Potatoes, also a big crop, 
are valued at $12,000,000 less than last 
year. 

As to livestock, farmers raised 5,000,- 
000 more swine. The price is higher 
than last year and is strong against ail 
assaults. More cattle were raised and 
many more are being finished. Prices 
are good and well maintained. Sheep 
will bring fine profits. Prices of sheep 
and lambs are 50 per cent higher and 
wool is double last years’ price. Poul- 
try and dairy products dropped some- 
what this summer, but are coming back 
strong. 

Last year farm products were feeling 
the general deflation, unemployment in 
the cities and apprehension as to the 
future. 
is of confidence, everybody is working 
and wages are tending to rise. Farmers 
will prosper thereby. 

Following is a table of the total value 
of crops and livestock products for 1922 
for the different states: 


VALUE OF FARM PRODUCTION IN 1922 
CROPS AND LIVESTOCK 


OM. cx Sensi eae cksasekoes $865,065,000 
DOR. necicctoedirncad bkoe eos 844,735,000 
REM ASR Ob temce tain 752,260,900 


Missouri 589,424,000 


585,275,000 


Wisconsin 


PRMD 32 sue wae Somsebeaeeseanies 571,065,000 
NO. SN der ak ns @Percpaick edeete ecto aoe 556,651,000 
NO tissue deca ea ones 521,832,000 
PE a score sev ie eee. 507,491,000 


SN 5 Seo tw si ae ieee ae 
POUMMBVIVAINIA 2.510 cccdavencees 
Minnesota 
Nebraska 
PMNS Sonos 6 5.00a.s ban eee eee 
North Carolina 
Oklahoma . 

Kentucky 
Tennessee 


473,569,000 
465,100,000 
444,062,000 
433,659,000 
410,833,000 
389,428,000 
349,007,060 
347,762,000 


339,951,000 


Ce a TL OG” ED 312,330,000 
NN i555. so oho habe stews 293,109,000 
FT Ree ere 279,789,000 
NN hs ah Bh rtnlans cel as 274,280,000 
poo ae kl) er ee 258,764,000 
Mississippi ...... iwniie tebees 258,693,000 
ee. BRR ov nv os db vied code 242,343,000 


South Carolina..... 211,016,000 


NED, cides cusdoretcvveaee 196,338,000 
WMO | hic isiccdcesencsn se 193,926,000 
RII 6 scons ki wae ease 168,056,000 
D.. oS5 eth eca oe hbase om 160,068,000 
MIO Saiibabisunsreceberet eo 156,681,000 


This year the general feeling | 


SE A Sa/Fy 5a Ape eae eae 137,084,000 
Wemt Vir imie. «occ icecccsvcsds 122,942,000 
NN oo beds ona es oe aie 101,172,000 
eee te renee 97,213,000 


NT IIE 6 oss Sins ooo oo ee 94,225,000 


Sis sie vale wEnae 90,719,000 


Massachusetts 






MMO Ss ae bho kha vent ewaaies 87,838,000 
PNY soaah oenlaG tract satin 76,797,000 
ND ox Sad co Sige ee reese 2,572,000 
COCO. on 5s 8 Seis pees 72,478,000 
MR aida 5 Sidi abi og oN ash Corrs asa 57,041,000 
ne ee 51,080,000 
New Hampshire. .........000. 45,333,000 
BRN icici cs tase elton anelen 41,079,000 


EERIE. tics ds ct ned ican cs 
OR isos Fe nt ebed od etesees 
Rhode Island 


21,809,000 
21,078,000 
habeas Sr eeeanies 9,997,000 





ora aE Rig ei 3 Sisko oe $13,650,013,000 


Order Placed for 1000 Miles of 
Pipe 

The National Tube Co., Pittsburgh, 
the pipe and tube interest of the United 
States Steel Corporation, has just re- 
ceived an order from the Sinclair Pipe 
Line Co. for 1000 miles of 8, 10 and 12- 
in. line pipe. It will be used for laying 
pipe lines from the oil fields in Wyom- 
ing and Montana to points east of the 
Mississippi River. This is one of the 


largest orders for line pipe placed in 
several years. 


Convenient rack for holding rope 


October 12, 1922 
Rack for Holding Rope 


Ts ingenious rope rack shown in 
* the accompanying illustration has 
been developed and used very success- 
fully by George Howards, Inc., Mount 
Vernon, N. Y. This rack is capable of 
holding six rolls of cotton rope, but, of 


course, the dimensions could be varied 
to meet the individual requirements or 
available floor space. 

The frame is of % in. galvanized pipe 
and the three cross pieces, holding the 
rolls of rope, of 5s in. pipe. As may 
be seen from the illustration, tees are 
used on one side and cross tees on the 
other. The cross bar is slipped through 
the cross tee and into the tee and held 
in place with a stove bolt, which does 
not go through the pipe, but behind the 
end. The distance between the sup- 
ports at the base is 20 in. and the 
length of the cross pieces is 4 ft. 
The small piece of pipe forming the 
top of the supports measure 7% in. 
The uprights are strengthened by rods 
near the floor, which steady the rack 
and prevent disagreeable squeaks when 
unrolling the rope. The top cross piece 
is not set directly in the middle of the 
short piece forming the top of the sup- 
port, as may be seen from the illustra- 
tion, and may be used for holding 
hooks, on which are hung sash cord, 
twine, ete. 


Reading matter continued on page 90 
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“Here’s the door I want’ 
“All right—Here’s the hardware” 


pee arate | HAT’S how quick a sale is made when you have a McKinney 
% - ¢ 
ist ’ catalog to show your customer and McKirney Garage Sets on your 
f McKINN eM | shelves, It’s easy. 
ee GARAGE SETS The McKinney catalog tied to your counter has done all the selling 
ae Fee all pen of hice work. Your customer has looked through it. Among its many illustra- 


tions of swinging doors, of sliding-folding or around-the-corner doors, 
he has found just the one that fits his need. 


The McKinney method of selling garage door hardware has done 
all your work of assembling the necessary hardware. When you pull 
down the box containing the McKinney Complete Garage Door Set 
from your shelf, your work is done. 








Not a piece is missing. Nothing has been forgotten. And better 
still, your customer has purchased good hardware—McKinney made. 





If you are not selling garage door hardware the McKinney way, you 
are not selling hardware the economical way. Write us for the 
McKinney Garage Door Hardware Booklet and tie it to the counter 
where your customer may see it. Let it help them find the right door 
for their needs. 


McKINNEY Here is a way to increase the sale of garage door hardware with less 
Hinges. and Butts expenditure of time on ten sales by the McKinney way, than on one by 
and Hardware the old method of looking through the whole store to fill an order. 
ame Suet Sener axe Get this booklet at once. 


track, door bolts and 
latches, shelf brackets, win- 


Complete Garage Door Sets 


McKINNEY MANUFACTURING COMPANY, Pirrssurcu 


Western Office, Wrigley Building, Chicago Export Representation 
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Arousing the Interest of the Local Hunters 


Hunting Is Popular at Lake Charles, La., and the Murray- 
Brooks Hardware Co. Emphasized the Fact by 
Means of a Window Display of Live Ducks 


<< ROM Lake Charles, La., te 
K the Gulf of Mexico, a dis- 
tance of about 100 miles, 
there are a series of lakes which are 
the natural winter habitat for 
ducks,” writes R. M. Hereford, sec- 
retary-treasurer and manager of the 
Murray-Brooks Hardware Co., Ltd., 
Lake Charles, La. ‘From October 
15 until cold weather sets in they 
come into these lakes by the millions 
and stay all the winter. From the 
time the season opens, Nov. 1, 
until it closes, the legal bag per day 
of twenty-five ducks is child’s play 
to get. In fact it is harder not to 
get more than the day’s quota than 
it is to get it. 
“We would like te say to our 
brother hardware men that there is 
no more effectual cure for a chronic 


case of blues than a lively and suc- 
cessful duck hunt. 

“The accompanying photograph of 
a sporting goods window display is 
one that we arranged at the time of 
the duck season. The picture, how- 
ever, is not very distinct, but the 
window was decidedly attractive. 

“The ducks shown in the water 
were alive and some of them of the 
wild mallard variety have been do- 
mesticated. In the background of 
the window behind the foliage you 
may be able to see the figure of a 
hunter peering through the brush. 

“This window should be of inter- 
est to those in our line of business 
who have the sporting instinct. 
Sportsmen here thought it was a 
wonder, and there was a crowd 


around it practically all of the time 


we had it in. We feel that it had 
the effect of stirring the dormant 
sporting blood in many, as it served 
to boost our sales of ammunition, 
guns and so forth, very substantially. 

“A great deal of the hunting in 
this vicinity can be done from dry 
land, dry shod, which appeals to 
many people. There are professional 
guides conveniently located in the 
neighborhood here, and we can fur- 
nish all of the necessary parapher- 
nalia to make a hunt most enticing. 
The guides also are able to furnish 
all that is necessary and they know 
more about calling ducks than the 
ducks do themselves. 

“Don’t forget to pass along the 
word to our brother hardware men 
and to say that we would be pleased 
to have them write they are coming.” 








Reading matter continued on page 92 
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To Retail 
at 







This big Three-Piece Double 
Roaster is the leader of the 
fast-selling Black Beauty Line. 
Get your stock in now in time 
for the Holiday trade. 


Black Beauty 


Double Roasters 


Sensible selling methods are all that’s necessary to put the 
hig Black Beauty line over in a big way. 
Know these selling points: 


Made of high polished special heavy blue-black steel 
Self-basting top 

Basting rack 

Rotary steam vent 

Sanitary corners and edges 

Easy to clean and keep clean 
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Approved by Good Housekeeping Institute. 
Weighs 5% lbs. net. 
Retails for $1.25. 






















If you haven't stocked the Black Beauty Line of Double sae 
Roasters and Drip Pans yet, don’t delay another day. why 
. , . . nA 
If your jobber can’t supply you, write direct to us. ys Sy 

a 





Edward Katzinger Company 


910 W. Washington Blvd., Chicago, Ill. 





5 







We manufacture a full line of household tin- 
ware. If you haven’t our catalog write to- 





This big red Display 
Rack sells to you at 
cost to us—$1.00. 








day for one. 
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Washington News 
(Continued from page 75) 


La savernapensetiine 





The Finance Committee added the 
Commerce Committee’s project to the 
tariff bill without important change 
and the Senate adopted it without ad- 
verse comment; but Chairman Fordney 
and his fellow conferees on the point of 
fhe" House resisted it stubbornly in 
Conference Committee and finally 
forced its abandonment. Many memo- 
rials in favor of the free zone project 
were received by both houses during 
the closing days of the tariff debate and 
the National Chamber of Commerce 
made a special effort to save the pro- 
vision. 

The “Chinese Wall’ protectionists, 
however, fancied they saw in the free 
zone scheme an opportunity for break- 
ing down the tariff wall, although the 
most experienced economists and prac- 
tical tariff men regard it as an ideal 
safety valve for a high protection sys- 
tem. The project would involve the 
setting aside of small areas of land in 
the vicinity of the leading ports of en- 
try—probably Boston, New York, Phil- 
adelphia, Portland and San Francisco 
—which would be treated for tariff pur- 
poses as foreign territory into which 
foreign merchandise could be brought 
and sorted, graded, reconditioned or 
used in connection with domestic mate- 
rials in the manufacture of goods for 
export. 


Would Stimulate Industry 


Any material or product withdrawn. 


from such free zone for use in the 
United States would pay the duties 
levied upon the foreign materials used 
therein. In this manner a demand 
would be created for labor and mate- 
rials which cannot now be utilized be- 
cause of the high cost of complying 
with the drawback and bonded manu- 
facturing warehouse laws and regula- 
tions now in force. 

But while Congress rejected the free 
zone provision of the tariff bill the pro- 
ject is far from dead. Having been re- 
ported from the Senate Committee on 
Commerce as an independent measure 
it still occupies its place on the Senate 
calendar and can be called up at the 
will of the chairman whenever in his 
opinion the psychological moment for 
its consideration has arrived. 

Many influential men in both houses 
believe the free zone plan could have 
been put through as a feature of the 
tariff bill but for the general desire 
to hasten action, which induced the 
Conference Committee to jettison almost 
everything that promised to delay a 
final vote and the much desired ad- 
journment of Congress. 


Big Deficit in Sight 


Secretary Mellon a few days ago 
gave the business men of the country 
a severe jolt with the announcement 
that the Treasury Department esti- 
mated a deficit of $672,000,000 for the 
current fiscal year ending June 30 
next. This announcement, following so 
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soon’ upon President Harding’s veto 
message returning the bonus bill to 
Congress, has aroused fear in a good 
many quarters lest a supplemental tax 
program may. be suggested by the Sec- 
retary of the Treasury in the annual 
report he is now preparing for submis- 
sion at the coming short session. 

Some comfort will be derived, there- 
fore, from the fact that S, P. Gilbert, 
Jr., Under-Secretary of the Treasury, 
in an article contributed to the forth- 
coming number of The Nation’s Busi- 
ness, the organ of the Chamber of 


‘Commerce of the the United States, 


declares that it would be “a national 
calamity to impose additional taxes 
upon the American people to meet the 
estimated deficit.” 


Strict Economy Necessary 


“And yet,” says Mr. Gilbert, “if 
there is persistence in any program of 
expenditure beyond the limits of the 
Government’s income there would be 
no other course open than the intro- 
duction of new taxes to restore the bal- 
ance. To reduce the deficit, and if pos- 
sible to elimimate it by the end of the 
year, is the end toward which the whole 
Administration is-striving, and the best 
hope of accomplishing it will be 
through increased revenues from real- 
ization on securities and surplus prop- 
erty, and more particularly in further 
reductions in expenditure. 

“Nothing can be clearer than that 
this Government owes it to itself and 
to the rest of the world to keep its 
finances clean and to make every effort 
to balance its budget in 1923 and in 
1924 as successfully as in the three 
previous fiscal years. The sound way 
to accomplish this is to reduce expendi- 
tures and to avoid new avenues of ex- 
penditure to such an extent as may be 
necessary to wipe out the indicated 
deficits. 

“During the fiscal year 1922 the 
Government made a record of reduc- 
tion in the tax burden, and there are 
still larger reductions for the fiscal 
year 1923, amounting to about $800,- 
000,000 as compared with what would 
have been levied under the old law, 
but it will not be possible to hold to 
these reductions, and certainly not to 
make the futrher reductions that are 
so necessary to the restoration of nor- 
mal conditions in business and indus- 
try, unless all hands unite to keep 
Government expenditures down to the 
minimum and to avoid all manner of 
useless and extravagant expenditure. 


Heavy Reduction in War Debt 


“This country came through the war 
with a gross public debt at the high 
point, on Aug. 31, 1919, of $26,596,- 
000,000, an increase of over twenty-five 
billion dollars during the war period. 
On Aug. 31, 1922, the total gross debt 
stood at $23,042,000,000, a reduction 
since the peak of about $3,554,000,000. 
The greater part of this reduction has 
been accomplished through (1) the re- 
duction in the balance in the general 
fund of the Treasury, (2) the opera- 
tion of the sinking fund and other debt 
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retirements chargeable to ordinary re- 
ceipts, and (3) the application to debt 
retirement of receipts from salvage 
and other liquidation of war assets 
and to a much smaller extent, through 
the use of ordinary revenues. 

“It has been the constant effort of 
this Government, on the other hand, 
to keep its own house in order, to 
maintain the gold standard unimpaired 
and unrestricted, to finance the war on 
sound lines through taxation and 
through the absorption of Government 
obligations out of savings, and after 
the cessation of hostilities to balance 
its budget, current expenses against 
current income, and, at the same time 
to carry out a reasonable program for 
the gradual liquidation and orderly 
funding of the war debt. 

“This policy the Treasury has per- 
sistently followed from the beginning 
of the war to this date, and as a result 
this country has come through the 
greatest war in history and through 
the exceedingly difficult period of read- 
justment which followed the war, with 
its credit not only unimpaired but 
greatly improved, with the dollar rec- 


. ognized as the standard throughout the 


world, and with its banking system in 
sound condition to meet the peace-time 
demands of business and _ industry. 
Thus there has been laid the founda- 
tion for a healthful revival of business 
on normal levels.” 


Big. Cut in Firearms Production 


The Department of Commerce an- 
nounces that the census reports show 
a considerable decrease in the activ- 
ities of the establishments engaged in 
the manufacture of firearms during the 
year 1921 as compared with 1919. In 
1921, there were eighteen establish- 
ments reported and the total value of 
their products amounted to $12,510,302, 
as compared with twenty-five establish- 
ments’ and the total value of products 
of $30,181,370 in 1919. 

The decrease in the total value of 
products was 58.5 per cent. The sta- 
tistics do not include establishments 
operated by the United States Govern- 
ment. 

The decrease in the value of prod- 
ucts has been accompanied by a cor- 
responding decrease in the number of 
persons employed, and in the total 
amount paid for salaries and wages 
during the year, and in the cost of ma- 
terials used, Of the eighteen estab- 
lishments reported for 1921, seven are 
located in Connecticut, four each in 
Massachusetts and New York, two in 
Pennsylvania and one in Michigan. 
Massachusetts, the leading State in 
the industry in 1921, produced 40 per 
cent of the total value of products in 
that year. 

In March, the month of maximum 
employment, 5201 wage earners were 
reported, and in December, the month 
of minimum employment, 38752, the 
minimum representing 72.1 per cent of 
the month of maximum employment. 
A classification of wage earners shows 
that 1644, or 36.4 per cent, were em- 
ployed in establishments where the 
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A NEW 
SHOVEL 
FACTORY 





To Manufacture in the > United States 





FOX SOLID SHANK ONE PIECE SHOVELS 


This new shovel factory is now under construction at Dunkirk and will be in produc- 
tion in time to take care of your Spring requirements. 
The distinctive features that have made the “FOX” so popular are: 
(1) Solid steel construction; blade and socket rolled from one piece. No 
welded parts. 
(2) Extra long socket and split open back relieve breaking strain on handle. 
(3) Adjustable and easy to re-handle. 
(4) Reinforced patented split D Handle. 
(5) Every shovel, spade and draining tool is thoroughly tested to meet its 
own working conditions. 


SKELTON SHOVEL CO., Inc. 


Dunkirk 











For Information Address 


J.C. McCARTY & CO. 
29 Murray St. New York 


General Sales Agents 


Sectional 
View of the 
Solid Shovel 
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prevailing hours of labor per week 
were forty-eight and under; 1951, or 
43.2 per cent, between forty-eight and 
fifty-four hours, and 916, or 20.4 per 
cent, were employed in establishments 
where the prevailing hours of labor 
ranged from fifty-four to sixty. 

The combined output of all estab- 
lishments was approximately 47.5 per 
cent of the maximum capacity, based 
upon a demand requiring full running 
time. The percentage of output of in- 
dividual establishments ranged from 
20 to 89 per cent, with the exception of 
one large establishment which ran at 
full capacity the entire year. 





























Matters 


Assurances that Canadian postal au- 
thorities had not lost sight of the pro- 
posed postal conference between the 
United States and Canada have been 
received by Assistant Postmaster Gen- 
eral Glover in a letter from Charles 
Murphy, the Dominion Postmaster 
General. The question of a conference 
between the two countries on postal 
exchange will be taken up, Postmaster 
General Murphy said, immediately 
after the conclusion of a conference of 
Canadian postal officials now in prog- 
ress. 

The conference is the first of a series 
which are to be held with a view to 
increasing the efficiency of the service 
and is patterned after similar confer- 


Canada to Confer on Postal 


Pike Mfg. Co. Catalog 


The Pike Mfg. Co., Pike, N. H., 
sharpening stones and abrasive special- 
ties, has issued a new catalog, No. 13, 
80 pages, 9 x 6 in. It is profusely illus- 
trated with halftones and contains a 
wealth of information regarding the 
company’s products under nearly fifty 
classifications, prices, ete. 












Hoeft & Co. Describes Line 


Hoeft & Co., Inc., 400 North Ashland 
Avenue, Chicago, IIl., are now distribut- 
ing Catalog No. 12, describing its line 
of pressed steel products and hardware 



















county aforesaid, personally appeared E. P. 


‘ Wubauanastoavavancanannescte wi , Pr ce eee ene 


Beebe, who, having been duly 


HARDWARE AGE 


ences inaugurated by postal authorities 
in the United States during the present 
administration. Among the principal 
subjects to be discussed at the ap- 
proaching Canadian conference, accord- 
ing to an announcement from the de- 
partment, will be the proposal for a 
postal conference with the United 
States and officials attending the meet- 
ing will be asked for practical opinions 
bearing upon various subjects that it is 
expected will come up in the inter- 
national conference. 

In his letter to Mr. Glover, the Can- 
adian Postmaster General said he 
would again communicate with him re- 
garding the date and place of the inter- 
national conference as soon as the re- 
sults of the Dominion conference have 
keen fully digested. 


Foreign Money Order Rates Cut 


Reductions in rates for the dispatch 
of international money orders are being 
made by the Post Office Department 
as fast as foreign exchange conditions 
justify the lower rates and whenever it 
can safely be done without exposing 
the department to the risk of loss. The 
Postmaster-General has directed a re- 
duction in the rates governing the sale 
of international postal money orders on 
certain European countries, which will 
mean material savings to persons in the 
United States sending money to these 
countries. 





specialties and its line of poultry sup- 
plies. The catalog contains thirty-two 
pages and is well illustrated. 


Laundryette Mfg. Co. Booklet 


With the current number of The 
Dryer, the Laundryette Mfg. Co., Cleve- 
land, Ohio., is distributing an interest- 
ing little booklet, entitled, “The Laun- 
Dry Ette Exhibition Manuel,” which 
contains a number of valuable sales 
suggestions for hardware merchants 
handling this line. The booklet tells 
in detail how to effectively hold demon- 
strations at fairs, bazaars or on the 
sales floor, or elsewhere. 
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Heretofore it has cost 10 cents for 
each franc sent to Belgium or France, 
but on and after Oct. 2, 1922, the rate 
will be 8 cents for each franc. On the 
same date the rate of 22 cents for a 
krona payable in Denmark will take the 
place of 23 cents, now charged, while it 
will be possible to purchase a krona for 
Norway for 18 cents instead of 19 
cents, as at present. 


Poor Parcel Post Packing 


The British Post Office in a message 
from London has registered a kick 
against the way Americans pack their 
parcel post packages sent to England. 
In a complaint made to Postmaster 
General Work it is claimed that many 
parcels received in the London office 
are inclosed only in a piece of brown 
paper and a length of ordinary string. 

Much time, it is said, is wasted by 
English postal employees in making 
these packages secure. The English 
Postmaster General asks that such 
measures as practicable be taken by 
the Post Office Department of the 
United States to insure the adequate 
packing of parcels sent over there. 

Assistant Postmaster General Hen- 
derson has taken action upon the 
complaint by notifying all postmas- 
ters in the country not to receive pack- 
ages destined for delivery in the 
British Isles unless they are properly 
packed. 


Book on Painting and 
Decorating 


In its “News Letter” to members for 
August, the International Association 
of Master House Painters and Deco- 
rators of the United States and Can- 
ada announces that the _ textbook, 
“Painting and Decorating,” is now on 
the press and will be ready for distri- 
bution shortly. The book, which pre- 
sents working methods for the appren- 
tice and journeyman house painter and 
decorator, contains 300 pages and is 
fully illustrated. An illustrated sec- 
tion is devoted to paper-hanging. 
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Cal, 


Stockholders—Publishers Securities Co. ; 


Statement of the ownership, management, circulation, ete., required by Elizabeth S. Root, 2 W. 67th St., New York City; G. E. Sly, 630 W. 
the Act of Congress of August 24, 1912, of Harpwarr AGh, published 141st St.. New York, N. Y.; Velma S. Stevens, 325 West End Ave., New 
weekly at New York, N. Y., for October 1, 1922, State of New York, County York City; W. H. Taylor, Upper Montclair, N. J.; Everit B. Terhune, 
of New York, ss. Before me, a notary public in and for the State and Boston, Mass.; M. J. Swetland, Trustee for Grace E. Swetland, Redlands, 


Velma S. Stevens, 325 West 











sworn according to law, deposes and says that he is the Assistant Treasurer 
of the Iron Age Publishing Co., publisher Harpwarp AGz, and that the fol- 
lowing is, to the best of his knowledge and belief, a true statement of the 
ownership, management (and if a daily paper, the circulation), etc., of the 
aforesaid publication for the date shown in the above caption, required by 
the Act of August 24, 1912, embodied in section 443, Postal Laws and Regu- 
lations, printed on the reverse of this form, to wit: 1. That the names 
and addresses of the publisher, editor, managing editor, and business man- 
agers are: Publisher, Iron Age Publishing Co., 239 West 39th St., New York, 
N. Y.; Editor, Liew S. Soule, 239 West 39th St., New York, N. Y.; Managing 
Editor, Llew 8. Soule, 239 West 39th St., New York, N. Y.; Business Man- 
ager, George H. Griffiths, 239 West 39th St., New York, N. Y. 2. That the 
owners are: (Give names and addresses of individual owners, or if a cor- 
poration, give its name and the names and address of stockholders owning 
or holding 1 per cent or more of the total amount of stock) United Publishers 
Corporation, 241 West 39th St., New York, N. Y. Stockholders: United Pub- 
lishers Corporation, 241 West 39th St., New York, N. Y.; John C. Curtiss, 
London, England; Fritz J. Frank, Pleasantville, N. Y.: Geo. H. Griffiths. 
Montelair, N. J.; Mabel M. Griffiths, Montclair, N. J.; W. H. Lindsay, 508 
W. 112th St., New York, N. Y.; J. H. McGraw, Jr., 10th Ave. & 36th St., 
New York, N. Y.; Elizabeth S. Mekeel, Montclair, N. J.; A. C. Pearson, 
Upper Montclair, N. J.; Lelia C. Pearson, Upper Montclair, N. J.; Chas. 
G. Phillips, Upper Montclair, N. J.; Charles Swayne Phillips, Upper Mont- 
clair, N. J.; Publishers Securities Co., Montclair, N. J.; Jennie M. Phillips, 
Upper Montclair, N. J.i1 W. I. Ralph, 231 W. 39th St., New York. N. Y.; 
Franklin T. Root, Bronxville, N. Y.; Olive Root, Bronxville, N. Y.; Root 
Securities Corp., 239 W. 39th St., New York City: Winifred Root, 2 West 
67th St., New York City; Charles T. Root, 2 W. 67th St., New York City: 
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End Ave., New York City; M. J. Swetland, Trustee for Grace E. Swetland, 
Redlands, Cal.; Ruth S. Kane, Montclair, N. J.; Dorothy 8. Johnson, New 
York, N. Y. Stockholders—Root Securities Corporation; F. T. Root. Bronx- 
ville, N. Y.; George F. Root, Bronxville, N. Y.; Ralph Root, Brooklyn, 
N. Y.: Winifred Root, New York City; Royal P. Root, New York City; 
Esther S. Root, New York City; Waldo Root, New York City. 3. That the 
known bondholders, mortgagees, and other security holders owning or holding 
1 per cent or more of total amount of bonds, mortgages, or other securities 
are: (If there are none, so state.) None. 4. That the two paragraphs next 
above giving the names of the owners, stockholders, and security holders, 
if any, contain not only the list of stockholders and security holders as they 
appear upon the books of the company but also, in cases where the stock- 
holder or security holder appears upon the books of the company as trustee 
or in any other fiduciary relation, the name of the person or corporation for 
whom such trustee is acting, is given; also that the said two paragraphs 
contain statements embracing affiant’s full knowledge and belief as to the 
circumstances and conditions under which stockholders and security holders 
who do not appear upon the books of the company as trustees, hold stock and 
securities in a capacity other than that of a bona fide owner; and this 
aftiant has no reason to believe that any other person, association or cor- 
poration has any interest direct or indirect in the said stock, bonds, or other 


securities than as so stated by him. 
FE. P. BEEBE, Assistant Treasurer. 
Sworn to and subscribed before me this 29th day of September, 1922. 
(Seal) JULIA ©. H. ALLEN 


Notary Publie New York County Clerk’s No. Register’s No. 3011. 
My Commission expires March 30, 1923. 


273, 





October 12, 1922 HARDWARE AGE 95 























eee 











Miniature of 
full page ad in 
Saturday Eve- 
ning Post, Lit- 
erary Digest, 
American and 


is your memory ?” 








Red Book. 
ET us tell you how this big adver- 
tisement appearing in the lead- Sead enggee I LEG 
3 _ . advertising material 
ing magazines, plus the special 5 
memory test folders and display The U. S. Playing Card Company 
d hich 1 f Dept. !! Cincinnati, Ohio, U. S. A. 
cards which we supply to you iree, Please send postpaid and free of charge 
will stimulate the sale of playing the material checked. 
: —Giant Bicycle Tuck Case, 114%x 
cards amazingly. 8, x6. 
— Cut-out Hand holding Bicycle pack. 
Check advertising material you will —Cut-out Hand holding Congress pack. 


— Memory Test Folders to give with each 

os > pack of Bicycle or Congress Cards. 

mail it postpaid. — Display Cards featuring offer of Mem- 
ory Test Folder. 

— Dummy Packs. (Name brands want- 


use on coupon to right and we will 


THE U.S. PLAYING CARD COMPANY ed.) 
rapa Cut-out of Magazine Ad 
aad 5 ‘ — Cut-out of Magazine Ad. 
Cincinnati, Ohio, U.S. A. —Eyeletted Sample Sets. (Name brands 
Windsor, Ont., Canada wanted.) 


— Congress Folders. — Bicycle Folders. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 
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Washing Machine Uses Pressure 
Percolation 

The Alden Hot Spray Washer, made by 
the Alden Engineering Co., Inc., 15 Paik 
Row, New York, N. Y., washes by means of 
pressure percolation. The soapy water 
under the baffle plate after being heated is 
forced up through the center tube of the 
clothes container. The pressure thus cre- 

















ated causes the rich, bubbly suds to spray 
and surge through the meshes of the fabrics 
in one continuous stream, the 
greasy matter and carrying the 
clinging dirt. The clothes are neither agi- 
tated, rubbed, nor back and forta. 
There is no boiling of the clothes because 
the water level is below the clothes contain- 
er and all the boiling takes place below the 
level of the clothes. Ten sheets, or 12% 
lb. of dry clothes may be washed in the 
machine. The washer is claimed to be eco- 
nomical in operation, costing about 2 cents 
an hour for gas. It was designed to retail 
at $25. 


dissolving 


away 


tossed 


Improved Benton Spark Plug 

L. F. Benton Co., Vergennes, Vt., an- 
nounce their improved new Type-B Benton 
spark plug. In addition to the improvement 
made by tapering the core of the plug, is 
the beveled and glazed mica insulator. 
The core is tapered by grinding the steel 
stem and mica. The mica is then given a 
bright finish by buffing with a specially 
prepared compound, which also the 
ends of the mica, and, according to the 
manufacturers, tends to keep out oil. 


seals 


Improved Ground-Form Gear 


Cutter 
The Brown & Sharpe Mfg. Co., Provi- 
dence, R. I, has recently introduced 
Ground-Form Gear Cutter, which, as its 


name implies, is ground on the tooth form. 
This grinding is claimed to correct harden- 
ing distortions, giving each tooth great ac- 
curacy of form and aligning all teeth with 
the hole in the cutter. 


As the tooth form 





of these 
limits, the tooth spaces of the gears cut will 


cutters is accurate to very Close 


be correspondingly accurate. The align- 
ment of the cutter teeth secured by grind- 

















ing makes it additionally certain that the 
spaces between the gear teeth will be ac- 
curate. Grinding of the tooth form also 
gives a positive method of controlling the 
form of different cutte:'s and securing dupli- 
As the work of cutting is evenly 
distributed among all the teeth, the resnlt- 
ing heat is not confined to any one portion 
of the cutter. This removes one of the com- 
monest of cutter wear—localized 
heating. 


cates. 


causes 


Additions to Bethlehem Auto 


Accessories 
Snappy Cap is a new radiator top for 
Ford Cars just placed on the market by 


the Bethlehem Spark 
ra. it is a 


Plug Co., Bethlehem, 
handsome novelty and is in 

















black enamel and nickel. The assertion is 
that this device wll not “freeze” to 
the radiator, even though, once screwed on, 
it is on for good; and it is so designed that 
scorched fingers and the like discomforts of 
filling Ford radiators are eliminated. It 
retails at $1.25 and is neatly packaged. The 
Quickway Socket Wrench is another of the 
new “Bethlehem Betterments for Motor- 
dom.” This compact tool-kit, said to handle 
93 per cent of the nuts on all cars, includ- 
ing Fords, comprises a hexagonal double- 


made 





i=? 


¥ eeeee 











ended wrench, turned from solid bar steel 
of high-carbon test, accurately broached 
and cyanide-hardened. There are five sock- 
ets (%-in., 9/16-in., %-in., 11/16-in. and 
3,-in.) 
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Galvanometer Built for Hard 
Usage 

Possessing great accuracy and sensitiv- 

ity, the Type KGD Galvanometer, made 

by the Roller-Smith Co., 233 Broadway, 

New York, N. Y., is, nevertheless, rugged 

in construction and able to withstand con- 

















siderable abuse. The case is polished black 
walnut, with highly finished hard rubber 
top. The binding posts have non-remov- 
able tops. A zero adjuster is conveniently 
located on the front of the case. The dial 
is pure white bristol-board. <A knife-edge 
pointer is provided. The scale divisions 
are uniform, with 5 divisions on both sides 
of zero. The instrument is well damped. 
The current value of the Type KGD gal- 
vanometer scale is 16 micro-amperes per 
millimeter. The resistance is 75 ohms. 
The net weight is 1% lb. Overall dimen- 
sions are approximately 5% in. long by 3% 
in. wide by 35% in. high. 
Toy Telephone Has Sanitary 
Mouthpiece 


A Toy Desk Telephone with a rotary elec- 
tric stroke bell, 2-in. in diameter, and a 
sanitary transmitter 
mouthniece has re- 
cently been placed 
on the market by 
The N. N. Hill Brass 
Co., East Hampton, 
Conn. It is finished 
in nickel and black 
ename! and_ colors. 
The underside of the 
base is covered with 
green felt. The 
transmitter is ad- 
justable. The mouth- 
piece may be uncrewed from the trans- 
mitter and sterilized in boiling water. 
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Vises with Virtues G 


Richards-Wilcox vises have many virtues which distinguish them from 
the ordinary type. Chief among them is the patented R-W Vise Nut, com- 
posed of only two pieces, which is reliable in action and never gets out of 
order. There are no pawls, racks or triggers to break or wear. 
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CG Reverse movement of the handle disengages the R-W Vise Nut and 
ed permits instantaneous adjustment of the jaw to any desired width. For- 
G ward movement engages the screw and affords continuous screw move- 
it ment throughout its entire length. 

cJ Another virtue of Richards-Wilcox vises is the ribbed jaw, which com- 
C3 bines maximum strength with minimum weight. All Richards-Wilcox 
+2 vises are of sturdy construction and will withstand years of hard service. 
cd There is satisfaction in selling Richards-Wilcox vises because they 

G give such lasting satisfaction to their users. Catalog A-26 tells more 

2 about them. Send for your copy today. 
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The patented R-W 
Vise Nut. Nothing 
to break or wear 

out. s.1ovis, AURORA.ILLINOIS,U.S.A. tu vorx 


MINNEAPOLIS 
SAN PRANCISCQ 





LOS ANGELE 
PHILADELPHIA 








LONDON, ONT. 






Manufactured by Richards-W: ilcox-1s 
the original sliding-folding garage door 


| | ee ae 
hardware. 4 . ay i: spi wE= 
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Is the most widely imitated garage door 
hardware. “Imitation is the sincerest 


2, form of flattery. _ 
AUNUNONOAUAMALIONME 


es its imprint 
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Electrofier Saves Automobile Fuel 


installed, the Romey Fuel Elec- 
trofier, made by the Bukolt Mfg. Co., 
Stevens Point, Wis., is claimed to effect 
a saving of from 20 to 35 per cent in auto- 
mobile fuel consumption. The Electrofier 


Easily 














is installed between the carbureter and the 
manifold, connected in series in the charg- 
ing line between the generator and the 
battery. The device is constructed of a 
special alloy steel, and, as may be seen 
from the illustration, has a wire ball ar- 
rangement which maintains a continuous 
red heat from surplus current from the 
generator. On some cars the charging 
rate is reduced only three amperes, while 
on others, using certain types of genera- 
tors, there is no decrease at all. Due 
to the position of the heat coil it forms a 
screen through which the fuel must pass, 
thus effecting transformation into gas un- 
der cylinder pressure. The Electrofier is 
built for all makes of cars. For those with- 
out generators, a special heat coil to work 
from either the magneto or battery is sup- 
plied. 


Display Carton for Interstate Carpet 
Tacks 


A display rack is now being distributed 
to hardware merchants by the Interstate 
Iron & Steel Co., for use in connection with 
its line of Interstate Carpet Tacks. The 
rack is effectively done in navy blue and 
old gold, and provides space for six pack- 











ages of tacks. A rack is packed with each 
gross of 250-count tacks or half-gross of 
500-count. This plan enables the merchant 
to refill the rack from day to day and to 
replace the old rack with a new one each 
time a shipment is received from. the 
jobber. 


Coaster Has Disc Wheels 

The new Auto-Wheel Coaster, made by 
the Auto-Wheel Coaster Co. of North 
Tonawanda, N. Y., has brilliant red disc 
wheels and an attractively blended yellow 
and red body. A number of improvements 
have been effected in the construction of 
disc wheel, which is supplied with either 
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rubber or steel tires. Where desired, this 
wheel may be exchanged for an artillery- 
type spoke wheel. The disc wheels have 
patented self-contained, frictionless roller 
bearings, with auto-type hub caps conceal- 
ing the cotter pins. The axles are of re- 
inforced steel, and added strength and 
safety are insured by new rear braces and 
a hound support brace. A novel feature 
lies in the fact that each coaster comes 
equipped with a special cap wrench. The 
steel tired wheel has a wood cushion cen- 
ter, which makes it impossible to collapse; 
and the tire itself is on a wood cushion, 














which absorbs shock and deadens sound. 
The rubber tired wheels also have wood 
cushion centers, and the tire itself is made 
of real springy rubber, attached by means 
of heavy annealed wire, drawn in place 
under compression, 


Auto Stop Signal Has Check on 
Dash 


Made by the Meilicke Mfg. Co., 940 
Wrightwood Avenue, Chicago, IIL, the 
Check-Lite Signal combines a stop signal, 
a tail light and the Check-Lite. This latter 
device is installed on the dash, and in- 
stantly indicates a burned out bulb, a loose 
wire or the failure of a switch to operate. 














The signal is made of one-piece aluminum 
casting and has an embossed lens, and is 
carefully finished. A four-chambered lamp 
is used in the signal, which has two green 
lights, one on the right and one on the 
left, with a red stop-light in the center. 
Below, in a special chamber, is the tail- 
light. 


New Columbia Battery in Steel Case 


The National Carbon 
Island City, N. Y., 
Columbia ‘‘Hot Shot’ Battery, embodying 
a number of important new features. The 
most important of these is the substitution 
of a steel case for the usual fibre case. 
This improvement has been accomplished 
without, however, increasing the cost to 
the consumer, owing to the fact that the 
steel case is susceptible to greater precision 
in assembling. The new battery is 4 cell- 


Co., Inc., Long 
announces a new 


October 12, 1922 


power, 6 volt, and in view of its success 
the company is planning to change other 
standard cellpower batteries from fibre to 
steel casing as quickly as possible. It is 
of the ignition type and designed for gas 
engines, tractors, motor boats and non- 
self-starting Fords. Attractive in appear- 
ance, it has a pleasingly colored lithograph 





— 











label baked on the steel. Other improve- 
ments include the ability to withstand the 
roughest service, a waterproof feature that 
renders the battery impervious to the ele- 
ments, and a long life. 


Improved De-Co Tire Valve 


The core of the DE-CO Tire Valve, made 
by Duryea Co., Hackensack, N. J., is partly 





slotted. A “T” shaped needle 
travels in the slot and does not 
rotate or wobble. The needle is 
automatically regulated so as 
not to crowd the spring or buckle 
it, always insuring the same ten- 
sion in closing. The slotted core 
provides a means of extracting 
the core in case of a freeze 
without removing the tire from 
the rim, by use of a screw 
driver. The valve is made with 











a threaded needle and can be 
used with either the small regular dust cap 
or the DE-CO Lock Nut. The lock nut 
engages the top of the needle and when 
screwed down automatically draws it up. 


Compact Automobile Jack 


Constructed of the best grade of gray 
iron, the Happijack, made by the Medina 


Mfg. Co., Medina, Ohio, operates without 


waste effort. With this device a 3000 Ib. 


nM 


load may be easily lifted by an easy mo- 
tion of the long handle. This handle is 
supplied in three parts and is carried in 
a canvas bag. The lifting screw is cold 
rolled steel, machine threaded, and turns 
on thrust ball-bearings. The drive shaft 
rotates against a thrust ball-bearing. The 
worm turns in a closed chamber loaded 
with grease. Dirt can’t get into any mov- 
ing part. 
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Springs 
Automatically 


in the 


First—Because There Is a Demand for Protexall Spring 
Oilers. 


Made exclusively under the Grus patents. For years they alone have 
stood the test of time in successfully eliminating rust and squeaks 
from automobile springs. They feed the lubricant automatically 
between the edges of the automobile spring. 

Over 100,000 are in use today. 


Second—Because They Sell at a Popular Price. 
$1.50 a pair, adjustable to any leaf spring. Complete Ford Set for 
$2.50. These prices insure quick sales at good profits, as the trade 
discounts are generous and attractive. 


Third—Because of Their Appeal to the Car Owner. 


They stop the squeaks and breaks that come from the accumulation 
of rust and dirt between the spring leaves, thus restoring them to 
their original riding quality. They do away forever with the present 
dirty and laborious hand method of oiling springs, and are easily 
and quickly attached by anyone. Protexall Spring Oilers fill a real 
need in the proper care and upkeep of the car. 


Fourth—Because Back of Them Is the Reputation of 
**Protexall.”’ 


This Protexall name is a guarantee to every distributor of a 
square deal and real profits. 


The Protexall Oilers are being included in all jobbers’ catalogues 
and large stocks are being carried at distributing centers to assure 
prompt shipments. 


All correspondence cheerfully answered by 
Dept. M, THE PROTEXALL COMPANY 
Abingdon Illinois 


Manufacturers of the Famous . : BD One-Piece-Suit 





Real Profit to Dealers and Jobbers 
PROTEXALL SPRING OILERS 


Adjustable to All Springs 


Protexall Spring Oilers for all pas 
senger cars come two in a carton, each 
oiler easily adjustable to any size leat 
spring. They are easily attached by 
anyone with use of screwdriver alone 
and will outlive the spring itself. Most 
cars ride on four springs, and_ the 
springs need a Protexal!l Oiler on each 
end. 


Protexall Spring Oilers consist of a 
strong metal housing with a spacious 
oil pocket for feeding oil to the heavy 
felt padding with which the housing is 
lined. This felt padding feeds a con- 
stant supply of oil to the edges of the 
spring leaves. Motion of spring and 
capillary attraction carry oil or kero- 
sene to every square inch of working 
spring surface, preserving spring from 
rust, squeaks and breakage. 


FOR FORD CARS 


Ford Set—four in a carton—fits Ford 
Car without adjustment. These oilers 
stop squeaks and breaks, and discharge 
all rust from the springs. Oil cups 
should be filled once a week. 


When Kerosene is used first for clean- 
ing out rust, it does not need to be re 
moved before oiling. The oilers should 
be attached about half way between cen- 
tre bolt and spring end. 


Buy from you 
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Blow Torch Has Wind-Proof 
Burner 

The Master Line Blow Torch, No. 43, 
made by the Turner Brass Works, Syca- 
more, Ill., has a large sized burner which 
produces a steady blue flame of intense 
heat. The baffle in the burner of this 
torch is much larger, generating the pres- 
ent low grade fuel with the utmost rapid- 
ity and producing an extreme amount of 
heat. The air for this burner is taken in 
on the top as well as through the flared 
tube, the top of the burner being the hot- 
test place on the torch. In this construc- 
tion all holes on the side of the burner 














where the wind would blow through and 
cool the burner are eliminated. Designed 
for electricians, linemen, plumbers and all 
purposes where a torch is used out of 
doors. 


New Corbin Surface Door Bolt 

P. & F. Corbin, New Britain, Conn., 
has recently added a surface door bolt, 
made in wrought steel and wrought bronze, 


i | 


to its line. The plate is 1% x 4% in. and 
the bolt is made in 10, 12, 15, 18, 24 and 
30 in. lengths. It is a sturdy, well made 
and attractive appearing bolt, especially 
suited to garage doors. An angle and a 
flush strike is supplied with each bolt. 














Tackle Block Has Self-Locking 
Device 
Rugged in construction, the Burr Self- 
Locking Tackle Block, made by the H. M. 
Strong Steel Products Co., 








1011-55 Power Avenue, 
Cleveland, Ohio, is, never- 
theless, light and compact 
in weight. An unlimited 
number of lifting and pull- 
ing jobs can be accom- 
plished with this device, 
which, despite its light 
weight, has shown a large 
margin of safety in tests. 
A positive locking device 
automatically grips the 
carrying rope the instant 
tension released on the 
pulling rope. The heavier 
the load the tighter it locks, 
with absolutely no _ injury 
to the rope. This arrange- 
ment makes for safety in 








is 














both lowering and hoisting loads. 
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A Mincing Device for the House- 
wife 

The Ernest Reich Co., 337 West Madison 
St., Chicago, Ill, has recently placed the 
Tearless Mincer on the market. This new 
device, which is suitable for the mincing 
and chopping of various articles of food, 
is particulary valuable in the slicing of 
onions. It is claimed to afford complete 
relief from the smell and stains that ordi- 

























































narily accompany 
odorous vegetable. 
the 
are 


the preparation of this 
The materials used in 
Mincer are rustproof and the blades 
of razor steel. The jar is of a con- 
venient size and may be securely gripped 
during the chopping vperation. 


Removes Paint by Compressed Air 


The Compressed Air Scraper Co., Glouces- 
ter, N. J., is new manufacturing a com- 
pressed air scraper which is sold separately 
or in combination with a portable com- 
pressed air outfit run by either compressed 
air or gasoline. The scraper works by 
simply turning on the compressed air and 
moving the scraper over the surface from 
which the paint is to be removed. The 








scraper gets under the paint at one or two 
points; the compressed air follows, and is 
claimed to literally blow off a whole sheet 
of paint. The device, of course, does not 
remove the good paint or that which has 
been absorbed into the pores of the wood. 
This is regarded as an advantage, as it 
leaves a smooth ground. 
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Toasts Bread on Both Sides 
Two slices of bread may be toasted on 
both sides at the same time in the Double 
Action Toaster, made by the Best Stove 
and Stamping Co., 145 East Atwater Street, 
Detroit, Mich. The toaster is very simple 
in construction and durable and presents 


an attractive appearance. Because of the 
concave construction of the element and 
the body, air entering through the bottom 
of the heater is forced to pass over heated 
wires while reaching the top of the ele- 
ment, at which point the air is super- 
heated by the network of wires covering 
the entire top of the element, thus pro- 

















ducing Double Action. A novel feature is 
the completely enclosed body, which is as- 
sembled in such a way that none of the 
part can become loose. 





Improved Bumper for Fords 
Manufactured by the American Chain 
Co., Inc., Bridgeport, Conn., the Ford Type 
Weed Safety Bumper is of 1%-in. steel, 
hardened in oil and tempered. The bumper 








is wide-faced, and so constructed that it 
will absorb heavy smashes without injury. 
Finished in black enamel and nickel and 
presenting a very attractive appearance, 
these bumpers will fit all models of Ford 
cars. 


Additions to Corbin Builders Hard- 
ware Line 

P. & F. Corbin, New Britain, Conn., an- 
nounce two new designs in door knobs, the 
Wentworth, Serial 782, and the Woodstock, 
Serial 783. They are . 
made in cast brass 
and cast bronze and 
both have heavy 
raised borders and 
depressed surfaces. 
In each design the 
assortment is com- 
plete, including 
knobs, escutcheons, 
door pulls, push 
plates, key plates, 
push buttons, letter 
drop plates, cylinder 
plates, drawer hand- 

















les, sash lifts and 
cabinet escutcheons 
with lever handles. Woodstock 
There are also es- Serial 783 


cutcheons made in sizes suitable for both 
residential and office buildings. 
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Are the next 
six months 
going to be 
slow with you? 


—or are you going to enjoy 
a prosperous winter? 














The answer lies in the ac- 
cessories you handle—their 
readiness of sale in winter, 
their quality and the repeat 
business they build up. 
For a half dozen winter 
seasons Peerless Guaran- 
teed Honeycomb Radiators 
for Ford Cars have been 
showing their heels to other 
replacements as rapid sell- 
ers. For every “cold snap” 
means frozen, bursted radi- 
ators — means flocks of 
Ford owners scurrying for 
replacements—means easy, 
rapid sales of Peerless 
Radiators. 


For the Peerless is so made 
that it expands as the water 
freezes—it won’t burst. 


Besides the quality that’s in 
this leader is the kind that 
builds the confidence of 
customers. It will open the 
way for new sales on the 
other Peerless Products— 
Fenders, Combinations, 
Wheel Discs, Tool-Boxes, 
Running Board Shields fc 


d Radiator Caps. It will , 
perth spot RADIATORS 
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business all the year ’round. FOR FORD CARS 
Ask your jobber’s salesmen 00 
about Peerless Radiators. : : ] 7 

If he can’t supply you, Retail Price ¢ * 


write direct. 


THE CORCORAN MFG. CO. 


DEPARTMENT 9 


NORWOOD, CINCINNATI, OHIO 
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Notes of the Retail Hardware Trade 
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JASPER, ALA.—The Hutto Hardware 
Co. is adding a line of five, ten, fifteen 
and twenty-five cent goods, and re- 
quests catalogs and price lists from 
manufacturers and jobbers. 


Douctas, GA.—The Watt & Holmes 
Hardware Co. has recently moved into 
its old quarters. The former home of 
the company, which was damaged by 
fire some time ago, has been repaired, 
new fixtures installed, and is now mod- 


ern and up to date. The concern’s 
business is both wholesale and retail. 
SUMMERVILLE, GA.—The Espy Allen 
Hardware Co. has added a line of cream 
separators and dairy supplies, paints, 
brushes, oils, etc. Extensive changes 
have been made in the arrangement of 
the store, and fixtures put in. 
HumBoupt, Itu.—E. M. Milliken & 
Sons are adding harness and a complete 
line of automobile accessories, on which 
catalogs and price-lists are requested. 
WHITESTOWN, IND.—The Whitestown 


Hardware Co., Smith & Gray, proprie- 
tors, has succeeded to the business of 
Earl Allen. The lines carried include 
the following, on which catalogs are 
requested: Automobile accessories, au- 
tomobile tires, barn equipment, belting 
and packing, builders’ hardware, build- 


ing paper, churns, cream separators, 
crockery and glassware, cutlery, elec- 
trical household specialties, farm imple- 
ments, flashlights, garage hardware, 
gasoline engines, guns and ammunition, 
harness, heating stoves, heavy hard- 
ware, incubators, kitchen cabinets, 


kitchen housefurnishings, linoleum and 
oil cloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
prepared roofing, pumps, shelf hard- 
ware, silverware, stoves and ranges, 
washing machines and wheel toys. 


MILo, lowA.—LeRoy Shupe is pur- 
chaser of the hardware and implement 
stock of B. F. Long. 

SEDALIA, Mo.—Joseph Tompkins has 
disposed of his stock to J. W. Neal, 112 
South Osage Street, who requests cata- 
logs on automobile accessories, barn 
equipment, belting and packing, bicycles, 
builders’ hardware, churns, cream 
separators, crockery and glassware, 
cutlery, dairy supplies, electrical house- 
hold specialties, electrical supplies and 
equipment, flashlights, fishing tackle, 
furnaces, garage hardware, guns and 


ammunition, hammocks and tents, heat- 
ing stoves, heavy hardware, home barb- 
ers’ supplies, incubators, insecticides, 
kitchen cabinets, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poul- 
try supplies, refrigerators, shelf hard- 


ware, silverware, sporting goods, stoves 
and ranges, tin shop, toys, games and 
washing machines. 

MARSHFIELD, ORE.—The stock of the 
Ekblad Hardware Co. has been dam- 
aged by fire. 

BROOKLYN, N. Y.—The J. Delman 


Hardware Co. has commenced business 
at 885 Glenmore Avenue, and will deal 
in a general line of hardware and house- 
furnishings, plumbing supplies, enamel- 
ware, aluminum, etc. Catalogs and 
price-lists requested. 


WA 


NEw YorK, N. Y.—Herman Mans- 
field has opened a store at 219 East 
Kingsbridge Road, with a stock of bath- 
room fixtures, builders’ hardware, build- 
ing paper, clocks and watches, crockery 
and glassware, cutlery, electrical spe- 
cialties, electrical supplies, guns and 
ammunition, housefurnishings, oils and 
greases, paints, oils and varnishes, rope, 
twine and silverware. 

NEw ENGLAND, N. D.—The Harri- 
son Hardware Co. has opened a store 
here, carrying a general line of hard- 
ware and furniture. 

PORTSMOUTH, OHIO.—David Stahler 
is closing out his stock of hardware and 
implements. 


LAWTON, OKLA.—J. E. Lowe, who has 


commenced business at 422-424 C, Ave- 
nue, requests catalogs. 

MIAMI, OKLA.—The Hunt-Cain Hard- 
ware Co. has disposed of its stock to 
the Hale Hardware, 10 South Main 
Street. The new owner requests cata- 
logs on barn equipment, belting and 
packing, bicycles, builders’ hardware, 
building paper, churns, crockery and 
glassware, cutlery, dairy supplies, flash- 
lights, fishing tackle, garage hardware, 
guns and ammunition, heating stoves, 
heavy hardware, incubators, kitchen 


cabinets, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, re- 
frigerators, shelf hardware, silverware, 
sporting goods, stoves, ranges and tin 
shop. 

WEWOKA, OKLA,—The Thurston- 
Seran Hardware Co. requests catalogs 
and net prices from manufacturers of 
gas stoves and ranges. 

DOWNINGTOWN, PA.—Theo. M. Grif- 
fith & Son, 123-125 E. Lancaster Ave- 
nue are remodeling their building, put- 


ting in a new store front, and installing 
modern fixtures. 

NEw BEpDFoRD, PA.—George Wertman 
has sold his stock to A. J. Genkinger. 


PHILADELPHIA, Pa.—Harry Tagg has 
moved his stock into larger quarters 
at 872 E. Chelton Avenue, and in- 
stalled new show windows. 

SUSQUEHANNA, Pa.—Brush Bros, 5 
River Street, have disposed of their 
stock and business to Oliver V. Drake. 
Catalogs requested on automobile ac- 
cessories, automobile tires, builders’ 


hardware, building paper, churns, 
cream separators, crockery and glass- 
ware, cutlery, dairy supplies, electrical 
household specialties, farm implements 
(some), flashlights, fishing tackle, ga- 
rage hardware, gasoline, guns and. am- 
munition, harness, home barbers’ sup- 


plies, linoleum and oil cloth, lubricat- 
ing oils, mechanics’ tools, paints, oils, 
varnishes and glass, phonographs, poul- 
try supplies, prepared roofing, pumps, 
shelf hardware, silverware, sporting 
goods, tin shop, toys and games, wash- 
ing machines and wheel toys. 


Provipence, R. I.—The Chain Hard- 
ware Stores has established itself in 
business at 142 Washington Street, and 
will carry both a wholesale and retail 
stock of the following, on which cata- 
logs are requested: automobile acces- 
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sories, bathroom fixtures, builders’ hard- 
ware, building paper, clocks and 
watches, crockery and glassware, cut- 
lery, dairy supplies, electrical special- 
ties, electrical supplies, flashlights, fish- 
ing tackle, garage hardware, heavy 
hardware, housefurnishings, mill sup- 
plies, oils and greases, paints, oils and 
varnishes, plumbing department, pre- 
pared roofing, rope and twine, seeds 
and fertilizers, shoe findings, sporting 
goods and toys and games. 


SENECA, S. C.—The Ballenger Hard- 
ware Co. has bought the stock of the 
Adams Hardware Co., and consolidated 
it with its own. 


Ozona, TEX.—The West Texas Lum- 
ber Co, is building a new store to house 


a complete stock of builders’ and shelf 
hardware, pipe, pipe fittings, wind 
mills, lumber, gasoline and kerosene 
engines, stoves, cutlery, ammunition, 
glass, linseed oil, paints, varnishes, etc. 
The general office of the concern is 
located at San Angelo, with branches at 
Eldorado, Sonora and Barnhart. 
AMARILLO, TEx.—The Western Hard- 
ware Co. stock has been sold to the 
Panhandle Hardware Co., a firm com- 
posed of Dwight Newby and Charles 
Hoppin. An item appeared in our 


Sept. 14 issue to the effect that the 
J. C. Dickie Hardware Co. was the 
purchaser, but from later advices we 
learn that the sale was not consum- 
mated. 


CLEBURNE, TEx.—The Johnson Coun- 
ty Hardware Co. is purchaser of the 
R. W. Carpenter stock. 


CHARLESTON, W. VA.—Pierson & 
Fielding have opened a store at 73 Char- 
leston Street, doing both a wholesale and 
retail business in bicycles, builders’ 
hardware, building paper, churns, cut- 


lery, electrical household specialties, 
flashlights, fishing tackle, garage hard- 
ware, guns and ammunition, heating 
stoves, heavy hardware, mechanics’ 
tools, paints, ils, varnishes and glass, 
prepared roofing, pumps, refrigerators, 
shelf hardware, silverware, sporting 
goods, stoves, ranges, and wheel toys. 

MILWAUKEE, WIs. — The Freitag 
Hardware Co., 4415 North Avenue, 
doing a _ retail business, with some 
wholesale, has been incorporated with 
a capital of $20,000. 


Puiturs, Wis.—C. C. Kelleher has 
sold his stock to the Bauman-Leuschen 
Hardware Co. 

RACINE, WIs.—The M. C. Christensen 
Hardware Co., 1649 Asylum Avenue, 
has started in business here, dealing in 
builders’ hardware, cutlery, flashlights, 


fishing tackle, kitchen housefurnishings, 
mechanics’ tools, paints, oils, varnishes 
and glass, phonographs, shelf hard- 
ware and wheel toys. 


STOUGHTON, Wis.—O. Norland and 
Samuel Sorenson have acquired an in- 


terest in the Daylight Hardware Co. 


Rock Sprincs, Wyo.—The Paterson 
Hardware Store has installed new fix- 
tures, remodeled its store and increased 
its stock. Catalogs requested on a gen- 
eral line of hardware and paints. 
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